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Introduction To 
Business Opportunity 
Marketing And Locating 
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Making money in business opportunity marketing is a lucrative racket that few 
people are familiar with. It came into being with the creation of newsprint. The first 
ads dealt with cure-alls, elixirs and miracle gadgets that did everything. The ads en- 
ticed with the same ploy that is being used today, appealing to greed: “Become a dis- 
tributor of my product and get rich.” 

The basic concept has changed little. If a biz-opper in 1807 made you an exclusive 
distributor of an elixir, he could easily side-step you by putting a new label on his ex- 
isting elixir bottle. The biz-opper could now set up another distributorship in the 
same area. 

Today's vending machine biz-op operators use the same approach. They either 
change charities or sell a slightly different vending machine. Regardless, they give 
each “mooch” (customer) a guaranteed area. 

This book, Biz-Op, contains all the necessary data you need to change your life- 
style. As long as you can follow instructions, you will quickly find yourself in an upper 
income bracket. Making money in biz-op marketing is inexpensive and simple. A first 
time biz-op operator can get started for under $900. The main theme of biz-op market- 
ing is to show the public how to make money off your product. 


There is nothing complex about getting a mooch to send you five grand. You only 
have to do six things: 


« Find a product. A product can be almost anything. Charity honor boxes, gas addi- 
tives, toys, vending machines, seeds, etc. The trick is not paying for the product 
until a mooch gives you a deposit. This is called the "Sell Before You Buy Method.” 
In other words, you get the mooch’'s money before you buy the product. 

¢ Advertise. (Place ads in out of state papers only. Never make a mess in your own 
backyard.) By following my successful ads you will receive a barrage of phone calls. 
(Included are copies of a variety of ads relating to different products.) 


Biz-Op: How to Get Rich with "Business Opportunity” Frauds and Scams 
? . . 
Put together a biz-op profit pamphlet. (This book contains my complete million 


dollar marketing pamphlet. It is a proven winner.) ; ; 
¢ Organize singers (endorsers). For singers, you only need friends or relatives who 


want to make money. 
Collect money. If you follow my step-by-step procedure, you will find yourself with 


a line of hot cash-toting mooches. 
Locate, (You will be taught the fine art of locating — the last step in the biz-op 


e 


con.) 
Reader, you are about to enter into a money-making world that very few people 
know about. By using my biz-op marketing system you will pocket more money than 


you ever dreamed possible. 
When you are through with this book you can, if you choose, become part of a 


small group of people who have become wealthy off biz-op marketing. 
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The best part of getting into a biz-op operation (besides making money) is the 
start-up cost. It is almost nothing compared to a standard business. Biz-op marketing 
is not a “track record,” goodwill type of business that you sell after years of hard work. 
This is a creative cash racket that is put together to make quick “hit and run,’ under- 
ground money. What I intend to do is show you how to get started making instant 
money without spending big bucks. 

Most people who are considering a business have excess money to invest. They are 
ready to bankroll their project. Many big buck spenders look at restaurants. Even a 
cheap, two-bit "mom and pop" will set you back 20 grand. A higher quality restaurant- 
bar combo is 150 Gs. A McDonald's franchise is one million. 

If a person is into cars, he might consider a Minit Lube or Precision Tune. In this 
case, you are looking at a cool hundred thousand. 

Your average biz-op investor does not fall into the big buck investor category. You 
will discover that 95% of your mooches will only have between $5,000 and $10,000 to 
invest. They expect you to get them a piece of the American dream pie for peanuts. In 
reality, that's what they will end up with, peanuts. 

What makes going into business attractive? Independence? No one to answer to? 
Bullshit! Going into business is suicide. You are thrown into a sea of employees who 
will rip your heart out. Federal and state governments have their slimy tax hands in 
your pocket and you had better be a good customer ass kisser if you expect to survive. 
Franchisers expect you to conform to their rules and regulations and if you don't, God 
help you. When everything is said and done, business is a big headache. I know. I 
have had restaurants and several car rental agencies. Neither one of those businesses 
has come close to generating the income I am presently making. A good biz-op opera- 
tor can pick up a quarter of a million yearly. (A lot of that is "hidden Money.’) A so-so 
operator can stick at least 60 grand in his pocket. 

Biz-op marketing has very few of the problems that a regular business has. All of 
your customers (the mooches) will eventually hate you. You will never have a happy 
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employees you have are illegal singe 
Hae ee percentage, they are content. 
surance to pay. Federal taxes are not a pro ; 
business, it is easy to hide money from Uncle Sam. : 
what you collect from the mooch. Sometimes you can ac 


tributorship fee from a super gullible mooch. 
Cost Of A Biz-Op Operation 


customer and you d 


To get started in this lucrative business, this is what is required: 


¢ Business phone line run to an answering service - $50 set-up charge (one time 


only). Monthly fee $21.46 plus long distance service. 
« A 1-800-number - $30 set-up (one time only). Monthly charge $6 plus line usage. 


(When you get a “mooch hit list,” you will need another 1-800-number.) 

« Answering service - Monthly fee $45.50 for 55 calls. The charge after 55 calls is 40 
cents each. NEVER GIVE AN ANSWERING SERVICE YOUR HOME ADDRESS 
OR PHONE NUMBER! The fewer people who know where you are, the better. 
Give your mail box number as your mailing address. 

« Business cards - $50 (needs to be a nice looking card). 

« Two suits - Prices vary for men and women. My suits usually run about $300 
each. You really don't need to purchase a suit until you get your first job deposit. I 
find it is easier to do locating in a suit. Store owners have more respect. It also 
makes a better impression on the mocch. If you do not have a nice looking car, I 
suggest you take some of the profit from your first deal and get one. If you have to 
tour a mooch in an older car, explain that your auto is in the shop and that the 
mechanic let you use his extra car. It’s all part of the game — gold jewelry, nice car, 
suit. After all, if you have someone “hooked” for ten grand, you want to look as if 
you are successful. Don't worry about the car or jewelry until you have "bagged a 
mooch” or two. 

¢ File cabinet, 2-drawer - It can be cardboard or metal. Just have a place to keep 
track of your mooch hit list. (A computer is nice if you have one.) A hit list can be 
Fee telemarketing services and sold in USA Today. 

. oxes (not federal), Mail Box, etc. - Si ‘ 

PO Box, but after you get a mooch ae il ey tea NEVER GIVE A 
ie fore Our HOME ADDRESS OR PHONE NUMBER. Try to 
rade the box for you or use a Gietp Haieeilt vow cannot bey someone +? 
¢ Cash on hand - $300. (Se ; 
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ing there is an out of state policy, but the majority of times, you had better have a 
check ready. 


Total Set-Up Cost 

Business phone, $50 set-up (one time), monthly flat fee $21.46. $ 71.46 
1-800-Number, $30 set-up (one time), 

monthly flat fee $6 plus line usage. $ 36.00 
Answering service: $ 45.50 
Business cards: $ 50.00 
Suit (optional): $250.00 
Cardboard file: $ 10.00 
Mail Box: $ 35.00 
Newspaper cash: $300.00 
TOTAL $797.96 


This is all the operating capital you need to get started. 


Chapter 3: Classified Ads 
7 


Chapter 3: 
Classified Ads 
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I'm assuming most of my readers are new to biz-opping. If that is the case, then 
your experience in placing classified ads is limited. Here are some pointers for the 
beginner. 

Be brief. Even though some of the ads you will read are more than four lines, it is 
still better to keep it to four or five lines. All the ads in this book have been 
“continuous runners” - ads that run in the paper week after week. That means 
they're making money. If you're not getting a response to your ad, check the news- 
paper first to make sure they haven't misworded your ad. I had a seed display ad that 
was worded “deed display.” If everything is correct, then something is wrong and you 
need to rework your ad. 


Start your ad with attractive bold type. The heading is THE MOST IMPORTANT 
PART OF YOUR AD. Examples: 


EARN $1,000 A WEEK 
$ PAY FAX $ 
BEST ALL CASH BUSINESS 
LUCRATIVE 
GROUND FLOOR OPPORTUNITY 
EXCITING NEW PRODUCT 


Make sure the reader gets excited enough to make the phone call. 

To find a list of out-of-state newspapers (or in-state ones, too) go to a library and 
ask to see Gale's Directory of Publications. This guide lists all newspapers by their 
city and state of publication. It gives the newspaper's address, phone number, ad 


rates, and usually the name of the advertising manager. It also gives the newspaper's 
circulation. 
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Classified Discounts 


When talking to the classified salesperson, declare yourself an in-house agency. 
This means you're creating the ads for your company instead of having an advertising 
agency do it. Standard discount for an in-house agency is 15 percent. 

Pay in advance. Since you'll be paying cash for most of your ads, ask if there is a 

discount for paying cash. The majority of times, you'll receive a 5 to 10 percent dis- 
count. 
If you're onto a good product and it appears you'll be running it for longer than 
four weeks, ask for a contract rate. The price of the ad will continue to drop the longer 
you run it. They will expect you to fulfill the contract (6-16 weeks), but if you're mak- 
ing good money, that will not be a problem. 
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Biz-op phone pitch rules are quick and easy to follow. The object of the first phone 
pitch call is to get the mooch to accept your Fed-Ex package of information. You only 
need to give a brief sketch of your product. The main thing is, you fulfill the mooch’s 
"greed factor.” LET HIM KNOW HOW MUCH HE IS GOING TO MAKE. 

Your second call is made after the mooch has his package. This call is known as 
the "singer set-up." Its main purpose is to give your mooch your singers’ phone num- 
bers. 

Your third call back is the "urgent one.” It is made after your singers contact you. 
They will give you a “mooch report” on whether he is “hot to trot” or still debating. On 
this call, you tell the mooch you have several other people who are looking at his area 
and that if he is still interested in making money you need a tentative answer. If he 
gives you an okay, but wants another day, tell him you will call him back within 48 
hours. 

The fourth call back is “the close." Time for the mooch to overnight a cashier's 
check. We will go over the phone pitch again in other chapters. 


Answering Service 


The answering service is the tool that opens the door to the mooch. Their job is to 
take your 1-800-number messages. They will also relay special instructions, such as 


quoting prices of "re-buy vends.” (See Chapter 13.) Their job is mainly limited to get- 
ting you mooch numbers. 


Chapter 5: 
Singers And 
Avoiding Phone Fraud 
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Singers are illegal. The federal government looks upon them as perpetrators of in- 
terstate phone fraud. 

A singer is usually a friend or relative who lives in another state. They earn their 
money by lying about the product you are selling. A singer only has samples of your 
product, but he will tell the mooch that he has 10 high-grossing stores that are han- 
dling it and he is considering purchasing enough product for 10 more stores. He tells 
the mooch that he is happy with his business and that at present is netting between 
$700 and $1,000 a week. 

A singer is paid by units. If you sell a mooch 10 displays of skin cream, you pay 
your singer $200, or $20 a unit (providing the deal closes). The majority of times it is 
advisable to have two singers. 

Your singer must have pictures of the displays, samples of the product, and the 
marketing pamphlet. He also needs a complete cost breakdown. If you are selling a 
mooch a bottle of skin lotion for $5 and its retail value is $15, less the store's 30 per- 
cent, the net would be $5.50. That means in order to have a $1,000 a week profit you 
need to move 200 bottles of skin lotion. 

A singer's math must jibe. If he is unsure of the amount of a product he is moving 
it will jinx the sale. I always drill my singers with questions such as: “What kind of 
stores do you have the displays in?” "How much did you pay a locator to find the 
stores?" Money questions are important. Repeatedly ask your singer: "How did you 
pay for the product?" "Do you ever discount your product?” “How much are you mak- 
ing on each item?" If you have several products, the singer must have the net infor- 
mation on each one. 

As I previously explained, singing is illegal. The federal government views it as 
interstate phone fraud, but there are ways you can beat this. One is to make sure 
your singers use a middle or fictitious name. NEVER LET THEM USE THEIR FULL 
NAME. After you have collected the mooch's money, pay to have your singer's phone 
number changed. The first time the phone company does it free. After that there is a 
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ould always be unlisted. It then becomes almost impos- 


mber sh P . ; 
he locate the singer. The only way he has of tracing the singer he 
through the disconnected phone number. If by some chance the mooch were to get the 
new number, all the singer has to do is deny he ever talked to the person. There is ab- 
solutely no way to prove otherwise. In all my years of operating, I have never known 


this to happen. ha . ; 
Another way of maneuvering around phone fraud is “the plant.” A plant is a 


singer who has displays. If you are on to a good thing and have a lot of product to un- 
load (as I did with Rain Forest displays) it pays to spend a little protective cash. When 
I set up the Rain Forest program I sent two singers 10 displays each and paid them 
$50 a unit to place them in different local stores. This eliminates the federal phone 
fraud rap. The government can no longer claim the singer is a decoy, because the 
singer has actual displays in retail outlets. A plant is good when you are dealing with 
a product that might gross $100,000 and take up to six months to move. 

I still recommend, especially for the beginner, that you stay with a product you 
can “off” in 30 days. Quick “hit and run” money is the best and safest. 


Chapter 6: Charities 
13 


Chapter 6: 
Charities 


A 2 2 A 


Charity products are mainly food vends, such as honor boxes and countertop 
vending machines. Originally countertop vending machines were installed on a per- 
centage basis. The location was paid 10 percent of the machine's gross. After years of 
biz-op operators pushing vending machines, the market has become saturated. Now 
most biz-op operators “double-up a location” (place a machine in a location that al- 
ready has one) by using a charity sympathy pitch. 

My charity system is great for the first time biz-op operator. All the necessary 
charity contracts and locating forms are in this book. All you have to do is photocopy a 
charity contract and give it to your mooch. As long as the mooch sends in his contract 
and pays the monthly fees, the charities are happy. 

Every charity has a fee for using its name. It averages between $1.50 and $3 a 
unit per month. Fifty honor boxes at $2 each would cost the mooch $100 a month. 
Most mooches, when they realize the projected profit sheet is bullshit (see marketing 
pamphlet), only pay once. Then, after weeks of disappointing sales, they take their 
honor boxes home and eat what's left. 

If you read different charity contracts you will see the formats are similar. The 
same is true of the charity locating forms. Most charity contracts include a tax ex- 
empt number. When using a charity locating form, this number should be written at 
the bottom. 

This tax number allows the mooch to deduct the amount he pays to the charity. 
The tax number also allows the location to deduct the amount it pays for rent on two 
square feet. The federal government considers the space the honor box or the vending 
machine takes up asa donation. The business is allowed to deduct that donated space 
as if it were a cash contribution. If a business is paying $10 a square foot for rent, it 
can deduct $20 a month. That's a total of $240 a year. 

It always impresses the mooch when you give him that information. 

Since you have copies of the charity agreements, you will not be dealing with the 
charity. The only name they will ever receive is that of your mooch. 
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" Charity Locating 
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there for a week. That's not your problem. Your job is to get Tid of everything as 

uickly as possible. Naturally you do not tell the mooch this. He believes you are get- 

eae him good, solid, long lasting, money making locations. After all, he is paying top 


them. ; 
a Wie uione to a business remember two things: they do not like to make a long- 


term commitment and they may ask how much money goes toward the charity. There 
are three basic ways to overcome these problems. One, use your charity as a tool to 
create as much sympathy as you can. If I am placing honor boxes or vending ma- 
chines for the National Federation of the Blind, I wear an eye patch. Two, always ask 
for the manager. Three, use the following pitch or a close variation of it. “Hello, my 
nameis____——————C—C—. | am working for the National Federation of the Blind 
and we are conducting our annual vending machine (or honor box) fund-raiser. The 
machines will be placed in your premises for 60 days (if it’s an honor box, only two 
weeks) and all of the money goes toward our different rehabilitation programs. At the 
end of 60 days the machines will be removed. Last year we raised almost $200,000 
and we are hoping to repeat that again this year. One of the nice things about our 
charity is that you get to eat your donation.” (That always gets a chuckle from the 
manager.) 

If you are placing a countertop vending machine you show the Manager a picture 
of the machine, which you get from the manufacturer. When locating honor boxes 
carry them in with you. Most of the time the manager will let you leave it. You do not 
need a locating agreement for honor boxes, but remember to use the sign-off form 
(from the Appendix) and write down the name of the business, the manager's name, 
the address and the phone number. 


The rest of the time I work with my s i 
y son and use children’ iti 
My son was the key when I hooked up w Se A lane 
Children. With the cute kid in tow | would 
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bullshit, but it worked quite well. My son, a nice looking, innocent kid, could soften 
the heart of even the most cold-blooded business person. Our success ratio was always 
way above average. One summer we did a job using the M.S. Society. We finished in 


record time by simply putting a leg brace on him. 

Even though my son and I made a good team, I still find it easier to work with an 
eye patch than with another person. 

When you have finished securing your charity locations you will need to collect the 
rest of your locating money. 

If you are putting in charity honor boxes you just simply turn the location list (see 
Appendix) over to the mooch and collect what is due you. You do not tour mooches 
with charity honor boxes, but make sure all your addresses are correct. 

Charity countertop vends are a different story. You will have to tour your mooch, 
but try to avoid taking him into the location. If you take the mooch in, the store owner 
might say, "This is only for 30 days. Right?" Your mooch, who is expecting his vending 
machine to stay in forever, will not want to hear that. 

In order to prevent this I tell the mooch that J have explained to the location that a 
representative of the charity will be in to place the vending machine. “As far as the 
location is concerned, they believe the charity owns the machine not a private party. 
If I take you in and introduce you as the vending machine owner they will think 
something is strange. They are expecting a charity representative to place the vend, 
not a private vending machine owner. You are just the person that collects the money 
and fills the machine.” 

By telling the mooch this it alleviates the necessity of introducing him to the loca- 
tion owner. Instead of taking the mooch inside, you just point his locations out as you 
are driving by. Once you have finished the tour you turn the charity contracts over to 
the mooch and collect your money. 
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In this chapter I have laid out my complete marketing pamphlet. This is the same 
pamphlet that a mooch receives. The only necessary revamps will be inserting the 
name of your product and the restructuring of the profit sheet and location list. Those 
two must be tailored to meet the requirements of your product. Putting together a 
sales pamphlet is not complicated. 

The pamphlet is a sales tool. It helps alleviate the mooch’s fear of business by 
showing him how simple and profitable it is to handle the product you are selling. 

Study this pamphlet carefully. You will use basically the same pamphlet, over and 
over, for every different product mentioned in this book: vending machines, work-at- 
home, greeting cards, phone and fax machines, etc. The pitch is always the same, only 
the name of the product and the numbers change. This is your mooch bait, so you 
have to learn how to dangle it in front of the mooch. 
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Capture The Untapped Market 
With Merchandise 


Be a Distributor of an Incredible Product 
A Product that has no competition 
A Product that sells on sight 
A Product that can be placed in a variety of retail stores 
Own Your Own Business that... 
0 Produces year-round income 
0 Operates with a minimum of expense 
0 Requires no special skills to operate or service 
0 Products are compact, light, easy to handle 
9 No rent, utilities, or labor expenses to pay 
0 Does not require any service of mechanical 
equipment 
0 Excellent expansion and growth potential 


Keys to Business Success 


9 No Employees 


0 Easy a 0 Multiple Sales 
servicin; 
© Potential ae 6 Unique Product Line 
re) . 
6 Attractive Displays Good Profit & Pricing 
0 Tested Business ; sees 
Concept epeat Sales 
9 Security 6 Reasonable Time 
© Low Overhead Investment 
° Company Support 


We provide these necese} 

ag ments lo crea’ ; : , 
Drogram. Our fori to eee individuals who dissns asiness investment 
BF Be AND is financially profitable Peees H & business which is simple to 


sericea Be Distribu 
the success brought about this unique Distotaat onli your local level- in 


Sample | 
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The first page (see Sample #1) gets the mooch's blood pounding. Phrases like "No 
Rent - No Employees - Repeat Sales" start his financial glands salivating. You will 
find the average “mooch" has never been in business and he will believe a great deal 
of what you tell him. 


ity’ uds and Scams 
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ROM 
YOUR HOME 


PARTTIME = FULLTIME OR ABSENTEE 


* Easy Work! 
* Set Your Own Hours! 
* Work Full of Part time! 


rn 
No Selling! 
No Royalties! 
No Overhead! 
Immediate Income 
uge Tax Advantages 
Fantastic Return on Your Investment 


a ene 


Sa mple 2 
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The second page (see Sample #2) is the “be your own boss” page. Every mooch 
without exception wants to become independent and escape from his present job. 
“Easy Work - Set Your Own Hours — Huge Tax Advantage” are buzz words that light 
the mooch’s fire. He wants a piece of the American Dream but his inexperience will 
turn his dream into a nightmare. 

At the bottom of the page (see Sample #2) I use the phrase "Ground Floor Oppor- 
tunity.” I want the mooch to understand he is getting in on something new and will 
have exclusive territory. 


- : ms 
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Become a Distributor Today 
Let work for you! 


Unlimited Retail Locations 
The analysis of a retail store or business as a potenial location for your Display is 
very simple. 
1. Does the business have good foot traffic? ; 
2. Are children lily to be rion ene with their parents or alone? 


If the answer to these questions is "YES", then that business has the potenial of 
being a retail location, and it is highly likely that the Operator 1s arudous for 
Hichkracy sales opportunities. 


The following is a list of types of Stores and businesses which have been 
successful locations for Distributors. 


° Amusement/Theme Parks « Department Stores * Novelty Stores 
. orks * Discount Stores * Party Suppliers 
* Auditoriums * Drug Stores * Pizza Pallors 
U Card Stores * Expressway Oasis’ * Recreation Centers 
* Book Stores ° Flea Markets * Resorts 
° poring Alleys © Fairs * Restaurants 
© Bus Stabons * Family Restaurants ¢ Shopping Centers 
° Cafes” * Fun Spots * Skatin; Rinks 
° Camping Facilites *GihS is * Street Festivals 
: Candy ores * Grocery Stores * Souvenir Stands 
: CrWens . Hee Stores * Sport Stores 

* Hobby Stores ° Tourist A i 
: pa & Party Shops * Holiday Celebrations . Tourist Servite Sesh 
S Konvenience Stores * Hospital Gift Shops * Toy Stores 
+ eens Hospitals * Hotel Gift Sho * Train Stations 
i Coun ons * Interstate Car P truck Stops» Truck Sto 
i Dene tt ° Military Bases * Variety Stores 

* Video Stores 


location service or by the Dee Feo dea gtither through a professional 
é names Professional locati ethos? 


for you. 


Sample 3 
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The location page (see Sample #3) helps convince the mooch that there are enor- 
mous numbers of locations available for his product. It is important for the mooch to 
think that he will be able to get his product into the stores quickly. 

The only major adjustments on Sample #3 will be the locations. If you are dealing 
with X-rated porn products many of these locations would be unsuitable. With a fam- 
ily-oriented product all of these locations could be used. The longer the list of loca- 
tions the better the mooch likes it. The locations in Sample #3 are family places. 
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“Business Opportunity” Frauds and Scams 


The Distribution Program 


i} 

ake 'em an offer they can't refuse a 
_ ree Plan appealing to ne Prospects retailer. In 
the first place it enables them to retail proven successful products without any 
capital investment of their own. The retailer also doesn’t have the worries o! 
maintaining seperate inventories or the need to pay someone to keep the 

drain stocked. This puts you, the distributor, inaunique 

position of making an offer that any smart businessman cannot pass up, since it 
qreabes an 
“I CAN'T LOSE-, situation for the store owner. 


Slicing up the Pie 
The real utes cay 


carrying 
displa 
Vall receive $1.00 for ee 
each Id, 


sold, 
your Net profit is $1.25. 
Ou may use our Tol! Free Line or Fax number to re-order All 
orders are quick] shipped to you UPS from our warehouse, within one week 
from receipt of the order, to assure your displays are kept full year round. 


This fantastic program eliminates the need to inventory and store large quantities 
of merchandise, and almost eliminates your overhead By reducing 
the need for such items as an office, employees, business telephone lines, 

warehouse space, special equipment and vehicles. The tax advantages to owning 
sour own business can be impressive. so check with your accountant to 
determine vour actual benefits. 


Our 5 Step Distribution Plan is Simple! 


1. Locate Retail Outlets For % 

2. Deliver and Set Up Bissiaye 
3. Service Your Displays 

4. Reorder Inventory 


5. Count Your Money "$" 


Sample 4 
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The consignment page (see Sample #4) drives home the idea that all businesses 
want the mooch’s product. They want the product because it’s a “guaranteed sale.” 
(The store just pays for what it sells.) The only thing the store has to give up is a little 
floor or counter space. In exchange they receive a percentage of the sales price. 

All the mooch has to do is put his displays in, restock and collect money. What 
could be more simple? He makes money and the stores make money. Everyone is 
happy. His product could become a merchandising bonanza. Everyone knows of an 
overnight success story and everyone especially the mooch wants to become part of 
one. Only the mooch’s story will not be a happy one. 


ity” ds and Scams 
ee A Opportunity" Frau 
2 Rich with "Business 
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PHENOMENAL TAX BENEFITS 
AND SAVINGS! 


lable to you as a 
Distrbator $0 you KEEP more of your business 


income. 
IMPORTANT TAX INFORMATION 
Asa Distributor, you may 


write off through depreciation the total purchase 
Price of the equipment, usually over a period of 
3-5 years. This benefit is also known as "Cost recovery", 


In addition, and this is most important as it goes on 
and on, Distributors are 
allowed tax deductions for expenses incurred in 
£enerating and collecting income and in Operating and 
servicing the displays. 


Besides direct expenses, the business Portion 
of the following costs can be deducted from 
your gross income: 


AUTO HOUSE 


Gas and Oi! House Payments or Rent 
icenses Taxes and Insurance 
os Electricity, Gas, Water 
_ epairs and Maintenance 
Depreciation Telephone 
Depreciation (if owned) 


KEOGH PLAN - TAX BONUS 
Wn your own busin 
000), this valua ; 


Sample 5 
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The tax page (see Sample #5) creates the illusion of the mooch making megabucks. 
You as the biz-op operator are looking out for the mooch’s interest making sure he 
will net as much as possible off each dollar. 

Tax jargon such as “Equipment Write-Offs” "Cost Recovery” and “Keogh Plan” 
plants the seed in the mooch’s mind that you the biz-op operator understand his tax 
needs. Since the average mooch knows very little about taxes he appreciates that. 


7 . Scams 
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'T can't invest now" 


E18; 25 ocean 2 pect me to invest now! 
AGE 18 - 25 : - You couldn't possibly ex ! 
Tecan tinwest now. Im tao voung! I'm collin I've only been in the workforce afew years. 
shoo! vou Can't expect mie fo Invest now Things will be ulung off soon a rus 
Beudes I'm voung and | ve gat my whole thinking of investing Anyway, I've soll go 

lite ahead of sre There is plenty of hime ykeotnne 
tlounvess Pugh? 


g”"] 


AGE 35T0.45 AGE 45 TO 55 


- Id lke to invest now, but il's pust not possible. 
pLcan pve not Heer ene Ive gor two children away at college and it takes 
ON, ure vali be wane phos everything | make just to keep them there. 
fldcy her: Timwent sae 6 Ive gone in debt the last couple years just to 
preene cover the college bills. But hopefully it won't 
ls! forever, then I start investing 


i 
a - 
AGE 55 T0 65 AGE OVER 65 


* T should be investing nght now. but money pees t's too late now. We lost our home 

ts too pght Its hard for aman my age to ge: and now live with our daughter and her famuly. 
ahead Twash Id invested twenty years ago It's very awkward, bul whal else can we do? 
Ob well. something mught tum up) Who Who can live on Socal Secunty? [fondly I'd 
knows. [ mught win deloren invested when | had money. 


No one Plans to Fail - But Most Fail to Plan 


Let Provide you witb the Financial 


Security you 
need for the Future! a 


Sample 6 
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Pages 28 and 30 (see Sample #6 and Sample #7) are "Urgent Message” pages: “If 
you do not invest you will get old and your kids will have to feed you.” 
As you can see in Sample #6, each age group has a reason for not investing. 


tunity’ Frauds and Scams 


Get Rich with "Business Oppor 
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Future 
don't have a plan for the 
star ances of Financial Security are low. 


The category you will fall ito 
at will be determined 
by the Financial Plans 

you make today. 


Of the American : : Are finandally 
People are dependant que sell working: independent. 
on relatives, friends 
and charity. 


YOU NEED A PLAN FOR THE FUTURE 


WHY? 


Aeverding jo the U.S Department of Labo: The Social Security Board reports 
“Even in Amer:ca ory 3 person in 500 at “65 out of 100 reaching 65 do not 
age 65 will have as mich as $24,000" possess as much as sto 


Why does this happen? 
Because the Convenient Time to Save Money Never Comes! 


it 1s estumated that of 100 individuals 
reaching age 65 
-& 


tray Lve to be 80 
+2 may Live to be 85 
+10 may Live to be 90 


The Future wil! not Take Care of Itself, SO YOU MUST! 


Leta Distibutorstup : i ; 
f Up be the finan 
Provide for vou faruly s secunty tomer BS eel you make today to 


Sample 7 
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Sample #7 includes government stats like: "85 out of 100 reaching 65 do not pos- 
sess as much as $250.00;" and "Only one American in 500 will have as much as 
$24,000 when he reaches 65.” The mooch doesn't want to become a government stat. 
He wants to become financially secure. He knows that a good business can and will 
give him the security he needs. All great entrepreneurs are gamblers and if he doesn't 
take a chance he may be denying his family a better life. 

The pamphlet is a significant tool. In between your calls to the mooch, the pam- 
phlet keeps his mind working. It is during this time that the mooch will call your 
singers. Your singers must have an identical pamphlet. 


Scams 
ww to Get Rich with ‘Business Oppor tunity Frauds and 
0 
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LEVEL | 6 DISPLAYS 

Saies/Day Profit/Day ProtitWeek Protit/#Month Profit/Year 
o display) 40.00 280.00 1,204.00 14,448.00 
6 60.00 420.00 1,806.00 21,672.00 
8 60.00 560.00 2,408.00 26,896.00 
12 120.00 840.00 3,612.00 43,344.00 
LEVEL Il 16 DISPLAYS 

Saiee/Day Profit/Day ProtitWeek Profit/Month Proftit/Year 
(be display) 

4 60.00 560.00 2,408.00 28,896.00 
6 120.00 840.00 3,612.00 43,344.00 
8 160.00 1,120.00 4,816.00 57,792.00 
12 240.00 1,680.00 7,224.00 86,688.00 
LEVEL tll 2 DISPLAYS 

Sales/Day Protit/Day ProtitWeek ProfitAMonth Profit/Year 
ig display) 

180.00 1,120.00 4,816. 
5 240.00 1,680.00 7224.00 26 688.00 
- pa oo 2,240.00 9,632.00 115,584.00 
3,380.00 14,448.00 173,376.00 


Sample 8 


sold. 
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The projected profit page (see Sample #8) is the most important part of the pam- 
phlet. All Americans shop at supermarkets and they are in tune to the volume of 
product that is being sold. The mooch also knows this but when he looks at the pro- 
jected profit sheet, he is overwhelmed by the dollar figures. Just by selling 4 items a 
day in 8 locations he can make $1,204.00 a month. With 16 locations he can pocket 
almost $30,000.00 a year. IF THE LOCATIONS SELL 12 UNITS A DAY THE 
MOOCH WILL NET $86,688.00 A YEAR!! God has finally shown him a way to escape 
from his hum-drum existence and you the biz-op operator are his salvation. 


ity” ame 
Get Rich with “Business Opportunity Frauds an 
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PRICE LIST 


LEVEL 1 FIRST TIME SET UP INCLUDES: 
1. Distributorship for your area. Rights to market afl 
Rights to purchase all products wholesale. 
2. Four floor model displays 
3. Four counter displays 
4. 864 
5. Headers 
6. Game instruction pamphiets 


7. 268 Back-up 
LEVEL 1 PACKAGE $6,000.00 PLUS U.P.S. 


1. Distriautorstip for your area. Rights to market al products. 
Rights to purchase all products wholesale. 
Eight floor model displays. 
Eight countertop displays 
1,724 
Headers 
Game insvuction pamphiets 
576 Back-up 
LEVEL 2 PACKAGE $11,500.00 PLUS U.P.S. 
LEVEL 3 FIRST TIME SET UP INCLUDES: 
1. Orstributorshep for your area. Rights to market al Products. 
Rights to purchase al products wholesale. 

2 Saxteen floor model desplays. 

3 Sateen countertop displays 

4 3456 

5. Headers 

6. Game instruction pamohiets 

7. 1,152 Back-up 


LEVEL 3 PACKAGE $22,000.00 PLUS U.P.S. 
Al present the wholesale price on @ $1.75 each. The price 


fuctuaies accoming to the price of rubber and _ 
shipping. The 
Ach has stayed at the level forthe tas! year wholesale price of $1.75 


M@neaunp 


Sample 9 
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The price list page (see Sample #9) should always have a nice spread. Some people 
can only make a minimum investment, others go crazy with greed and chunk out 
heavy duty bucks. Whatever they want to spend you take. The only thing you are 
looking at is closing as quickly as possible and collecting as much as you can. 
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Chapter 8: 
Best Products 
For A Novice 


Se A A 2 2 


Charity honor boxes are the bread and butter of the small biz-op operator. Honor 
boxes are also the best thing for a novice to try. They are easy to assemble and pitch. 
The charity box must be made of white cardboard. The ideal size for a charity honor 
box is 4 inches high, 24 inches deep, and 12 inches wide. Most Yellow Pages have 
listings for container companies. If the company does not have the exact box, they will 
have something similar. 

I suggest you pick up two boxes to experiment with. You have to punch 10 neat 
rows of holes across the top. Each hole holds one Tootsie Pop. There should be a total 
of 100 Tootsie Pops stuck in the box's top. A slot that will accommodate a quarter 
needs to be cut in the top front of the box. A decal with the bold lettering “On Your 
Honor Please Deposit $.25" is to be glued right below the slot. Your charity's logo 
must be put on the box and be visible. (See sketch.) I usually use the National Fed- 
eration of the Blind, but Chapter 6 lists several other charities. 


PuucH 40 Hoes 
WW EACH Row... 
+++ BacH HOLS 

Wi Holo Teoie Re 


WHITE CARDBOARD Box 


—— 12" —— 


Assembly Instructions For Charity Honor Boxes (Page 1) 
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£999 99 99K 


ON YOUR HONOR , PLEASE PEFOSIT 


[Chartty Organigahior ae 254 


Assembly Instructions For Charity Honor Boxes 


One of the nice things about charity honor boxes is the start-up cost. The only out- 
of-pocket expense is the newspaper ad. This is a successful ad that I have used sev- 
eral times: 


CHARITY HONOR BOXES 
SUPER MONEY-MAKER 


SMALL INVESTMENT — BIG RETURN 
1-800-000-0000 


45 quickly ag possible, 
aoe ©. The sooner the mooch gets th 


. och F gest the material i 
adi oe individual interested in the same na ee yore cei 
berved basis. If he ig first, i he is at a deal on a firet- 
© area. He will algo have 


t 
d rapidly. Explain that his territory can profit- 
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ably support 400 honor boxes and that translates into a daily net of $1,000. Assure 
the mooch that he will soon be able to become a full-time honor box route person. 
(One of the things I have learned about a mooch is that they all want to become inde- 
pendent and when you dangle that possibility in front of them it helps expedite the 
sale.) It is imperative that you work as quickly as possible. Never give a hot mooch 
time to cool off. You want to close him while he is still slobbering with greed. 

Usually a mooch will want a day to go over all the data with his wife. This is when 
you give the mooch your singers’ phone numbers and once again remind him there is 
another person interested in his area. You call the mooch 24 hours later and ask if he 
had a chance to talk to the references (your singers). (The singer, of course, has al- 
ready told you what the mooch wanted to know.) If the singers have done their job 
you can usually close the deal by telling the mooch the other interested party will be 
calling back in the evening to either purchase the area or withdraw. But the mooch 
can alleviate the problem by overnighting a cashier's check for half the amount. (The 
other half will be collected when the honor boxes are delivered.) 

Let the mooch know this is a great deal. He is getting started in a lucrative busi- 
ness at a fraction of what it would cost to open a cheap restaurant. He is only invest- 
ing $2,500 in 50 honor boxes and another $1,000 in locating fees. (The locating fee is 
optional, but I've yet to run across a mooch who wanted to locate his own product.) 
For $3,500, he will be in a business that has the potential of netting $46,560 a year. 

If the mooch gives you any argument, offer to go there in person and install the 
boxes, but he must send you half the money now and pay you the other half as soon as 
you arrive. "What we are looking for," you tell him, “are people who are willing to ex- 
pand and become part of our family. The more you expand, the more boxes we sell. 
Unfortunately,” you tell the "mooch,” "I will have to charge you $20 per box to find 
premium locations, but I will give you a written guarantee that all the locations will 
be profitable.” (See location guarantee in the Appendix.) “If after 90 days you have lo- 
cations that are not generating the proper money, I will personally go back and relo- 
cate each one. Your success is my concern.” (The 90-day guarantee gives the mooch 
plenty of time to become discouraged. Very few people abide by the contract and send 
in their weekly reports. In the end it makes no difference. The mooch is usually tired 
of the hassles and you should have changed your 1-800-number.) 

This closing pitch, along with the enthusiasm of your singers and the projected 
profit sheet, should send the mooch to the nearest bank. That's good because you do 
not purchase any boxes until the mooch gives you the money. 

As long as the mooch lives in a neighboring state, you can make the “going down 
there in person” promise, but if the mooch is on the other side of the country it is not 
profitable. You only want to make long trips when the mocch is kicking out 10 grand 
or more. The best way to back up a cross-country location guarantee is to hook the 
mooch up with a locating company. There is a list of U.S. Locating companies in the 
REFERENCE chapter. 

Now to give you, the biz-op operator, an idea of how much you will make on an 
honor box job. If you run a 7-day newspaper ad in a city of 100,000 you should close 
three charity honor box deals. Here is the cost breakdown on 150 honor boxes. 
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40 
Profits On Honor Box Project 


Cost of boxes - 150 @ $2.25 ea. = $337.50 
: Two ane fees (on honor boxes, the fee is $5 a unit) - $5 x 300 = $1,500. (Only to 


be paid if the deal closes.) 
« Printing pamphlets (copies) - $.03 ea. X 100 sheets = $3.00 
Newspaper ad - It depends upon the paper, but I can safely round it off at $135.00 


a week. 
1-800 phone number (starter line incoming calls) ~ should not be over $50.00. 


o 
¢ Retum calls on regular business phone - $175.00 
¢ 15,000 Tootsie Pops - $450.00 
¢ Two-day locating expenses (motel, food, gas) ~ $200.00 
¢ Decals for honor boxes - $22.50 
e Answering service - $45.00 
Summary 

ees $ 337.50 
Printing ar 
Messpapet 135.00 
1-800-number 50.00 
Return calls "7 : 
Tootsie Pops pen 
Locating E 5 
Decale cee us 
Answeri eerv) 50 

eee 45.00 
Total: 

$2,918.00 
Money Generated 


Hi . 
enor, xes — ree pa kag . )— $ = 
: ea.x 15 
bo: ( Th Cc. es, 50 units each 50 0 = $7 500.00 


(The honor box may ale 
¥ also be used as a “how ; 
“to Project.” See Ch 
: apter 10.) 
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Raping The American Housewife 
— Work-At-Home Programs 


The American housewife is tailor-made for biz-op work-at-home programs. She is 
stuck at home — on a limited budget — with kids. Biz-op work-at-home programs of- 
fer her an opportunity to break out of her stagnated mold and become financially in- 
dependent. For a few bucks, she has a fleeting chance to touch a deceptive dream of 
monetary freedom. 

Every year millions of housewives respond to work-at-home ads. It is this vast pool 
of mooches that makes work-at-home programs easy pickings for the new, as well as 
the established, biz-opper. 

One of the advantages to the work-at-home projects is cost. You do not need an an- 
swering service, phone number, 800 number or a suit. Your only start-up cost is a PO 
box, a false I.D. and advertising money. 

There are six basic work-at-home business rules: 

Run your ads in tabloids or housewife oriented romance magazines. 

Do not run ads more than three times a year. 

Do not run ads longer than three weeks. 

. Use a different PO box with each ad. 

. Use your false I.D. when renting a work-at-home PO box. (Work-at-home 
programs are on the government's possible mail fraud list. Because of this you 
want to keep a low profile.) 

6. Only use a work-at-home project PO box for 60 days. You push your ad for three 

weeks, collect money for eight weeks, then close up shop. 

My base work-at-home programs are “Stuffing Envelopes” and “Charity Boxes.” 
You, as a biz-opper, can work with anything from assembling earrings to assembling 
Christmas ornaments. 

Biz-oppers refer to work-at-home mooches as "bon-bon eaters.” The average work- 
at-home mooch is a bon-bon eating, overweight, robe wearing, coffee-sucking house- 
wife who wants to make an easy $1,000 a week. For a "starter kit" fee of $20 to $200 
she expects you to show her the road to riches. Unfortunately her road dead ends in 
“Sucker Alley.” 

Work-at-home programs promise the mooch a net of $700 to $3,000 a week. Almost 
all are assembly oriented scams. The biz-opper makes money by selling the mooch a 
starter kit. The kits range from assembling electronic gadgets to Christmas orna- 
ments. The mooch will pay from $20 to $200 for a biz-opper's starter kit. 

“Turn your home into a small factory and become rich" is a phrase that has helped 
bag many a work-at-home mooch. That phrase, combined with a "money back guaran- 
tee" will cause a bon-bon eater to shake her piggy bank. 

Guarantee, as I explain in Chapter 12, makes irresistible mooch bait. Anytime a 
moocch is convinced that her starter kit money is refundable, she will cut a hot trail to 
her local bank. 


ae we 
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if “ato my mooch work-at-home program, 1 will go over some of the work- 
Before I go into my The tags relate to the money back guarantees. 
at-home program Eachst e programs have inspection or time clauses. If you the 
All of be a cutee the work-at-home mooch's product, or if the product is not 
ecctnicd within : certain time frame, you the biz-opper can reject it, thereby void- 
ing the money back guarantee. if . 
When I run a work-at-home biz-op ee an cae sae tai aicnacese 


sdes within 30 days that she doesn't want an 
evn a back, I just ignore her. Basically, the guarantee you are giving the bon-bon 
eater doesn't mean shit. If they send you finished products, you reject them. If they 


ir money back, you ignore them. Rake in as much as you can, then disappear. 
wont broieeta ae aleass good for at least $2,000 a week. The best time to 
run your work-at-home ads are September, October and November. The bon-bon eat- 
ers look at work-at-home programs as a way to create extra Christmas money. In 
reality, it's the biz-opper who ends up with the Christmas bonus. 

When running ads for work-at-home mooches, I use the tabloids. The tabloids 
seem to have a surplus of bon-bon eaters. The National Enquirer has a circulation of 
18 million. The same people also control the Star. Rates in the National Enquirer are 
$8.95 a word with a 10-word minimum. The Star is $7.20 a word with a 10-word 
minimum. The Enquirer and the Star will sometimes ask for a copy of the letter you 
will be sending the mooch. As long as you use a variation of my formatted mooch bait 
letter, you will not have any trouble. The National Enquirer and the Star can be con- 
tacted at (800) 223-6226; address: PO Box 10178, Clearwater, FL 34617. The Globe 
tabloid group consists of the Globe, the National Examiner and the Sun; combined 
circulation, 3 million. Your ad automatically is run in all three tabloids. Cost, $6.10 
per word with a 10-word minimum. The Globe tabloid group doesn't care what you 
send in or who you screw. Just send them a cashier's check along with your ad and, 
oe feat a Les — my kind of people. Address: Globe Tabloid Classified 

Aa sou can tee, coc‘ the aduathagr nc Ook eee 
ph adar the nahi : ass an vantages to the tabloids is circulation. If you run the 

: year (just before Christmas) you can expect an over- 


S.A.S.E., you would have 5,000 bon-bo 


Work-At-Home Ads 


Here are some typical work-at-home ads: 


at home 
No experience. send ae tS - Pay up to $1,000 weekly. 
L.A., CA 88877, 1G TIME MONEY, Suite 44, 


(The cost of this ad for one week in the Globe is $134.20.) 
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HOME MILLIONAIRES INC., 400 Dollar Way, Suite 3, El Paso, 
TX 67754. 


(Cost to run this ad for one week in the Globe, $158.60.) 


MAKE HOLIDAY earrings at home! We pay up to $1,000 weekly. 
Year-round opportunity. No experience. Rush stamped enve- 
lope to BIG BUCKS, 62 Diamond Crest, Suite 9, NY, NY 
66654. 


(Cost in the Globe, $152.50.) 


Work-At-Home Mooch Bait Letter 


The following is a sample of a work-at-home mooch bait letter a biz-opper sends to 
a bon-bon eater. 


MAKE BEAUTIFUL HAND-ASSEMBLED 
GLASS-BEADED EARRINGS AT HOME 


Hello there! Thank you for your interest in this excellent opportunity! Now you can make 
$60,000 to $100,000 a year in the comfort of your own home by making simpie, beautiful 
glass-beaded earrings. No experience is necessary, we show both men and women as- 
semblers how to make our fine products. 


Big Bucks Earrings are some of the loveliest and most unique on the market today. We 
currently need independent contractors who would like to make $100,000 a year. We are 
looking for contractors who will take pride in assembling a top-of-the-line product. 


UP TO $2,000 A WEEK!!! 


We will pay you $500 for every 50 sets of earrings you produce according to our specifi- 
cations. If you can assemble 200 earrings a week, WE WILL PAY YOU $2,000. 


HERE'S THE PLAN 


Big Bucks Earring Company will provide you with a starter kit, which will give you every- 
thing you need to start producing earrings for profit. These packages represent a remark- 
able money-making opportunity. Your starter kit contains enough beads and charms, 
thread, beading, needles, earring hooks and threaders to make 10 individual earrings. Your 
Starter kit also includes clear instructions, illustrations and a photo of the finished product, 
so you can get to work making your first earrings. 


CHOOSE THE EARRING OF YOUR CHOICE 


With Big Bucks Earring Company, you have the opportunity to choose the earring with 
Colors that appeal to you. (After we have purchased 50 earring sets from you, we reserve 
the right to send you a new design. We always need to vary our inventory.) We now have 
two strikingly beautiful designs you can choose from. 
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HERE ARE THE DESIGNS WE CURRENTLY NEED 


Far East Symphony — A dramatic piece of jewelry. Dark blue beads combine with gold 
for a mysterious, ancient look. Set with glowing amber and green glass beads. 


Victorian Fantasy — A feminine, tinkling vision with lavender, pink and blue glass 
beads, featuring golden hearts and roses. 


Both designs are elegant and creative, yel they are actually derived from simple, tradi- 
ional beading pattems found in many crafl magazines. Thousands all over America have 
used these techniques for decades. Big Bucks Earrings uses these age-old methods, then 
enhances the traditional design with inventive and creative new use of colors and textures. 
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Big Buck Home-Based Supplier Agreement 


Please Prnt Clearly or Iype 
Name 
Address 
City State Zip. 
Social Security # Phone(__) 


Big Buck Earsung Company wall pay $500 for every uit of $0 parts of carrings you send us niade to our specifications. up 
to $2,000 per week maximum Big Duck will sond you a Supplier Starter Kit, with copyrighted mstructions, patiems and 
diagrams necessary (o make the carting design you choose, You will also get.a Qualily Checklist which will clearly explain 
our standards so you can check your earrings before sending them in Also mcluded well be materials and supplics for your 
first 10 carrengs, and instructions for obiainmg more supplies Unfortunately. even wath the best intentions not everyone 
follows through with the work Since st cous us time and moncy to regisicr a sew Home-Based Supplice and send a kit, we 
must require an REFUNDABLE registration fee of $35 

Registration entules you to 


> Rights to use Dig Duck's copyrighted desugus for the carriug you choose 

Our promise to purchase up to 20U pairs of carrings pee week made lo our specifications. 
» Untiiited rights to sell Big Duck earrings to others ala price of your choice 

» Entry into our computerized Supplice Payment System 

Optional inspection of your first carnngs. with ps and suggestions when needed 

>» And of course. a complete Starter Kit as described above 


Big Buck cannot pay for partially-completed work of sncomplete umts Naturally, since we must sell what we buy from you, 
we musi insist that all careings meet the quality standards clearly defined in the Quality Checklist suppliod with your starter 
kit We reserve the right to refuse your first uit. for which you have 60 days Sine thus ts ntore than cnought time lo 
complete a unit, we cannot extend these deadlines for any reason) When you want (o quit, gust dou't send any units for 30 
days and you will be replaced without obligation As a Home-Based Supplier you arc a self-ciuptoyed independent 
contractor, so we deduct s0 Laxcs and sou are responsible for your own tax records 


NO-RISK REFUND POLICY protects you TWO ways! 
Furst, if for any reason you decide wot to partrcipatc, you may return your starter ket in the same condidtion you received it 
within 15 days of our slupping date (stamped on the outside of your kit) for full refund of the $35 registration fer. no 


questions asked Second, afer you have become a steady Big Buck supplier. your registration (ce of $3$ will be 
REFUNDED IN FULL with our purchase of your tenth unt 


L HAVE READ AND UNDERSTAND THE TERMS OF THIS AGREEMENT. 
Please register me as a Big Buck Home-Based Supplier and send me my Starter Kit. 


Signature Date 


I Have Enclosed: QO Money Order toice +r acctste teren OI CHECK catiew $106 weeks bor ergy 
cunpt ie AU ere on) cach cheery) 
I would like to make the following design 
(NOTE. Please choose carefully, no kit exchanges) Please fill ut completely: 
Registration Fee. Victorian Fantasy, $35 _. Os (refundable) 
Far East Symphony. $35 as (tofundable) 
Shipping and Handling ... ee ae tis Sayeeda $____ 69S (non-refundable) 
RUSH SHIPPING (money orders only, non-refundable), $2 as (optional) 


Total cuclosed $s 
PLEASE sign and photocopy tis agreement for your records, 


then mail ths ENTIRE PAGE with pavnent to. Big Buck 
Sulte 44, Las Angeles, CA 83977 
MAKE CHECKS OR MONEY ORDERS PAYABLE TO 8G BUCK 
Sorry, offer nol good in Carmcta The offer @ vod where profited © 1993 Gig Buck Co. 
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Cost Of Earring Work-At-Home Starter Kit 


Each starter kit contains enough product to assemble 10 sets of earrings. 


20 pieces of string .02 
20 earring hooks (.05 ea.) $2.00 
20 eye pins (.05 ea.) $1.00 
200 plastic beads, assorted colors .60 
20 glass beads, assorted colors .20 
Instructions (copy) .03 
Small, cheap shipping box 25 
(Bon-bon eater pays postage.) 
Total Cost, One Kit: 4.10 
Cost of a starter kit to mooch: 35.00 
(plus postage) 
Biz-op cost: 4.10 
Net, $30.90 


Pitas you advertise in the tabloids for three weeks you should mail out at least 
ts. 


Cost on 200 starter kits 
sen = 
ee 38.00 
TOT. — 
ae 1,308.00 
200 starter kits cost to mooch 
(plus postage) ee 7,000.00 
Cost to biz-opper panaas 
eee $5,692.00 


Putting toget 
costs. Find sei Hee Program is not hard. Be creative. Figure eur 
Breed factor. Biz-oppers hous eae to assemble, but also satisfies the occh's 
really cash in, ate the most appealing Products are the ones who 
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BIG BUCK Eau, EARRING 


Matercals 


C-@ cord 

& 20 pleste “seed” beads 
¢ large glass bead 

ad J earring were 


© 


A ssemoly Instructions 


© Steing plastic reads 
onto cord. 


@ Pat both ends of 
Pa Cord they qlass bead. 
J Thee acl erd.s thea 


Loop (a carrina Wele 


(>) Bring ends back @-Te Krot, Trim 


thru glacs bead Tuck ends Ato boltem 
Coan ute needle fo puh corel.) of glass bead 


Worh-At-Home Earring Assembly Instructions 
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Stuffing Envelopes 


The stuffing envelopes project is the easiest of the tabloid biz-op scams. I'm alwaya 


sously believe that they can make $1,000 a week stuffing enve- 
See ca caaincs hing for nothing” ploy are too much for the bon- 


i greed and the “somet } Don 
iene What the mooch doesn't know is stuffing envelopes is a sophisti- 


ter to resist. st ‘ ; 
EE mechanized operation that is run by legitimate businesses that special- 


ize in mass mailings. The possibility of them using a bon-bon eater is not only remote, 
it's a joke. As a biz-opper, you look upon bon-bon eaters as a joke — a profitable joke. 
I have been running my stuffing envelopes ads for eight years. Once a year I will 


mn a three week tabloid ad similar to these: 


RARN 61,000 a week processing mail. Guaranteed. Start immedi- 
ately. Free details. Send self-addressed, stamped envelope to 
Ww Marketing, Suite 99, NY, NY 99866. 

(Cost in the Globe for one week: $122.00.) 

EARN $3,000 per 1,000 envelopes stuffed. Send self-addressed, 
etamped envelope to VS, Dept. 10, 731 Woodburn Ave., Phoenix, 
AZ 66789. 

(One week in the Globe: $91.50.) 

Make $2,000 WEEKLY stuffing envelopes. Send SASE to Christian 
Distributing, Suite 22, Lynn Haven, TX 93224. 

(Globe cost, one week: $91.50.) 


When I receive a bon-bon’s SASE, I send the following mooch bait letter (See pages 
49 and 50). Note that there is no phone number on the letter, only a suite number. 
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Big Stuffers, Inc. 


Suite 66, Golden, Co, 22435 


Make $1,000 Weckly 
SMuffing Lnvelopes 


Dear Friend: 


CAN YOU STUFF AND MALL L000 ENVELOPES EACLE WEEK FOR $1,000,007 
If your auswer is YES! then our company needs you. We are seching folks who want to 
improve their standard of living ... Folks who want more money ... more job 
satisfaction ... more security ... and more of al the goud things in life. We have every 
reason to believe that we are looking for someone like VOU. 


Your job willbe to SECURE, STULE and MALL ENVELOPES FOR OUR COMPANY, 
You will be paid at the rate of $1.00 for each envelope (hat you stuff with our business 
circulars. If you stulT 500 envelopes, you will be paid $500.00 if you stuf? 1,000 envelopes. 
you will be paid $1,000, and soon You will be paid for every single envelope that you 
secure and stuff with our business circulars ... at the rate uf $1.00 for cach envelope. You 
payment for the cnvclopes you stull and send to us is GUARANTEED! You Will Be Paid 
Promptly! No Long Wait For Checks To Anivet You will receive $1 00 for cach cuvelope ona 
tegulat basis Stuffas many envelopes as you rceerve and you will be paid for every single onc. 
When you teceive our structions, you will see that we mean everything that we say in this 
letter. We will show you how to STUFF OUR ENVELOPES and MAKE MORE MONEY 
DAY AFTER DAY, and WEEK AFTER WEEK for as long as you want. Of course you are 
not obligated to us. and you can choose your own working hours ... start working when you 
want and stop when you want. You can quil our program anytime and even te-join at a later 
date if you wish. We try to make things as casy as possible for YOU. 

We need you help badly ... because we have more work than out local sta can handle. We 
would like to mail our offers to thousands of people in the U.S.A. and Canada. If we give out 
our stuffing and mailing jobs to homeworkers like you, we save a lot of moncy that we would 
noinally have to spend to gel more office space and more office workers. We can afford to pay 
$1,000 for stuffing 1,000 envelopes and will save money that normally would be spent on 
overhead and office expenses. 


Our System Of Stuffing Envelopes is very simple... You will not have to buy any envelopes 
or postage stamps. We supply all coculas fice of change. By following out instiuctions you 
will iccerve all the envelopes to be stuffed. All envelopes are alicady addtessed and have the 
postage stamps pasted on. No licking stamps or addressing cnvelopes! 


Anyone can do this kind of work! The only requirement ts that you must be 18 years or older 
Place of residence docs not matter! You can live iva large edly ora small village. Education 
does not matter! As long as you can read and write simple English, you qualify to stall 
envelopes for our company. ...... IMAGINE STUFFING 500 ENVELOPES AND 
COLLECTING $500... OR STUFFING 1,000 ENVELOPES AND COLLECTING $1,000. 
Our company can make it happen for you. just like we make it happen for other folks just like 
YOU, Please note that this is nota chai letter of a pyramid scheme = You will not be asked to 
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i _ You will not hav pean . or 
su a NOT HAVE TO HUY ANVTHING ELSE FROM US IN ORDER TO 
ALLY ane “ 


ET STARTED ... and there ts no other work invelved except what we say 
GETS ED ... 


s about camming moncy by stulling cuvelopes, 
neccsteonnese ee ee waive decide fo ask ad paiticipant for a $35.00 
eens Saissis G0 DEPOSIT IS FULLY REFUNDABLE As soon as you send us 
ta Cason envelopes we will retin your deposit plus the cost fot toiling the 
Aivclonek to us 7 
‘lus opportunity to secure and stuff cavelupes for out company 1s ene ee hee that 
AS SOON as WE get enough folks to register we will stop taking applications. Se don't eu iis 
ONE TIME EXTRA INCOME OPPORTUNITY pass you by. We urge you to consider ne 
opportunity while you stil have tine Think of your future and let us hear from you TODAY! 


MONEY BACK GUARANTEE! We guarantee that as soon as you send us your first 200 
envelopes thal you have sccured ied stulTed with ow cucualats, you will receive $200.00 
payanent plus A REFUND OF YOUR $35.00 REGISTRATION FEE We will also pay you 
for the cost of mailing the cuvelopes tuus, “Tus way the mstiuctions and stating supplies cost 
you nothing Send us as many cuvelopes as you want work as long as you want... Stop and 
1C-JOI OUF progiant anytinc you want without paying any extia tee This is our complete 
guarantee lo you 


To Start carning money quickly ... jus¢ fill oul and rush the registration form to us. 
As soon as we get it we will rush your mstiuctions and stating supplics to you. Don't delay! 
Act Today! The sooner we heat from you the sconce you can START, 


Sincerely yours, 


Big Stuffers, Inc. 
—_— SS 
REGISTRATION FORM 
UCheeck UCash U Money Order 
4 Enclosed 1s $35.00 Please tush my starhng supplies and instructions. 
Ulam sending $2.00 extra PLEASE RUSI ty supplies by FIRST CLASS MAIL 


SEND ORUERS 10: DIG STUFFERS, INC., SUITE 66, GOLDEN, CO 22435, 
Name a es 
Address 
Wie 
ity State Zip 
ee eae a 


Amount of money you want (o make weekly U $500.09 $1,000.00 O MORE 


Meuse Now Keyastrauon fee PUNY Caste money ey 


reher wall hy 
supplies supped in § days Checks are incl for lui eed 
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Once you receive the bon-bon mooch’s money you send this letter: 


Dear (Bon-Bon): 


Congratulations on your decision to become an envelope stuffer. With this letter, you 
now have the tool to make, as | do, $1,000 a week. In order to make money stuffing enve- 
lopes, all that's required is for you to run the following ad in a tabtoid or local newspaper: 

MAKE $1,000 WEEKLY stuffing envelopes. Send stamped, self-addressed envelope to 
(insert the name of your company here). 

After you have run your ad, all you do is wait for people to send you their SASEs. (Just 
like | waited tor you to send me your SASE.) When you receive the $35, you simply send 
them a copy of the letter you are now holding. You should easily receive 50 letters a week, 
giving you a net of $1,000 weekly. 


GOOD LUCK ON YOUR NEW 
ENVELOPE STUFFING VENTURE 


THANKS, 
BIG STUFFERS, INC. 


What is really nice about bon-bon eaters is they are always short on cash. In other 
words, they do not have the capital to run a national ad. They also believe they have 
been taken and if they do the same thing to someone else they might be arrested. 
There is a question of mail fraud involved with all the tabloid programs. But as long 
as you use a different mail box for each project and use your false I.D., you will re- 
main undetected. 


Cost Of Envelope Stuffing Project 


The cost includes sending out 5,000 mooch letters and selling 500 envelope stuffer 
starter kits. 


Three weeks of advertising in tabloids 450.00 

PO Box 38.00 

5,000 copies of mooch bait letter 50.00 
(@ $.03 ea.) 

500 copies of final envelope stuffing letter 15.00 
(@ $.03 ea.) 

500 envelopes 20.00 

Postage, 500 stamps 145.00 

Total: 718.00 

Cost to mooches on 500 kits 17,500.00 
(@ $35 ea.) 


PROFIT: $ 16,782.00 
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Charity Work-At-Home Program 
ding machine 
the work-at-home mooch and the ven 
ions housewife is usually limited to a $20 to $200 in- 
h is always good for several grand. Both seem to be 
y. My successful work-at-home 


The only difference betwee 
mooch is money. The siete 
stment, while the vending mooc B 
ven toward what they think is easy charity mone: 


charity ad reads: 


NEW! HOT! Work at home. Make $1,000 weekly assembling 
charity products. Send SASE to Charity Marketing, Suite 


2020, Chicago, IL 99964. 
(Cost in the Globe for one week: $128.20.) 


When I receive the mooch’s SASE, I send this mooch bait letter: 


Hello, 


Thank you lor inquiring into America’s newest and hottest work-at-home program. Our 
program is the least time consuming and most profitable on the market. It can make you up 
to $8,000 a month (depending on how many boxes you assemble), while contributing to a 
needy charity. 

We at Charity Marketing are privileged to work with and help three nationally recog- 
nized charities. These charities all dapend upon programs like ours and on people like you. 
Not only will you be heiping them. but you will also be financially helping yourself. 


There 1s nothing complicated or expensive about our program. All you have to do is as- 
semble the boxes and place them in designated locations. You then collect the money 
weekly, send the charity $2.00 per box per month and keep the rest for yourself. 


Why is a charity willing to accept $2.00 and let you keep the rest? In a lime of recession, 
charities are more than happy to accep! a smaller amount. Al the present time, most chari- 
tes are struggling just to keep their programs afloat. Remember you are doing all the work. 
— though it is easy and fun, you stitl have to assemble boxes, collect money and keep 
cas You are the middle person. Without people like you, the charities would lose mil- 
ifn Aneta aa beh make depends upon the number of boxes you assemble. 
het new nee copyngnied method, you can quickly pul together 50 charity boxes. You 

pl m in the stores on our list and begin collecting money. You will have a legal 


Gna yey a8 eae for. WITH 50 CHARITY HONOR BOXES YOU 
iteeance on pabies oles face eae iS the initial labor in assembling 


This is the biggest money ma i 

= y Maker and easiest work-at-home Program on the markel to- 
For $99.95 plus postage your chantty honor box work-al-hom 
1. Copyrighted assembly instructions. 


2. 10 unassembled, sturdy, be. i 
Bonasiat so'o8 seen ¥, Beaulitul pink boxes (We make our Money selling you more 


@ Starter kit will include: 
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3. Legal charity contract that you sign and send in to the participating charity. 
4, List of local businesses to put the charity boxes into. 


5. Our IRON CLAD GUARANTEE. II within 30 days you change your mind, just retum 
your boxes unassembled and we will promptly return all your money. 


THERE IS NO WAY YOU CAN LOSE. Just fill out the enclosed paper work, attach a 
cashier's check and you will be in business. 


THANK YOU, 
CHARITY MARKETING 
Biz-Opper Cost On Charity 
Marketing Starter Kit 
10 boxes.(Purchase pie boxes at local bakery) $1.50 
(@ $.15 ea.) 
Copies of charities’ agreements .09 
(See the Appendix.) 
Assembly instructions copy .03 
(See next page.) 
Location list copy .03 
(See Chapter 7.) 
Large padded envelopes, 20"x14" 1.75 
(mooch pays postage) 
Total: 3.40 
Cost of Starter Kit to Mooch: 99.95 
Cost of Starter Kit to Biz-Opper: 3.40 
PROFIT: $96.55 


If you run your tabloid ad for three weeks you should sell at least 100 charity 
starter kits. 


Tabloid advertising cost $ 450.00 
Cost of 100 starter kits to biz-opper 340.00 
PO Box 39.00 
Total: 829.00 
Cost of 100 Starter Kits to Mooches 9,995.00 
Cost of Starter Kits to Biz-opper 829.00 


PROFIT: $9,166.00 
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Chapter 9: 
Jackpots 
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Another high-profit, easy to assemble project for the beginner is the Jackpot. The 
Jackpot's clear acrylic pipe is 28 inches in length, '/s-inch thick, and has an inside di- 
ameter of 4 inches. The acrylic pipe costs between $5 and $7 a foot. The boot, or bot- 
tom, is a piece of colored plastic 8 inches x 8 inches and %-inch thick. A '/s-inch thick, 
5-inch long acrylic rod is glued to the center of the plastic bottom. On the top of the 
acrylic rod is glued a 1 inch x 1 inch x %-inch thick plastic coin catcher. A hot glue 
gun is used to attach the boot to the acrylic pipe. (See diagram.) Total cost, including 
glue, $19.95. 

The Jackpot is still new and a good product to hit the classifieds with. (The 
Jackpot may also be used as a “How-To Project,” see Chapter 10.) It’s a game people 
play for charity. The object of the game is to try and drop a quarter on the plastic coin 
catcher. 


Assembly Instructions For Jackpot 
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56 locate Jackpots by using charities. I did mine using the National Federation of 
You loca’ 


rai i days. e did 
i iteh i tsa fund raiser and would only be in for 30 Wi i 
the Blind. The pl h 1S, I : 

this across country last year and it gener ated almost $500,000. (See Chapter 6 for 


entire pitch.) With this pitch you can easily place 25 units a day. 


Jackpot Newspaper Ads 


NEW POR THE ‘90e. Best solid businese seca al ch 
. Charity related. A cae 

America today. No selling ‘ 

business. You need $4,000 to $10,000 for equipment. CALL 


ALL CASH BIZ. Qualified individuale needed with ability to 
handle large amounts of cash. No selling. Ideal part time. 
Charity. 4K-10K investment. Areas going fast. Call 


NEW GANE MACHINE. Just collect cash. No selling. Charity 
$$ maker of the ‘90s. Must have 4K for equipment. Areas 


going fast. Call 


Your intro phone pitch is: 


Have you seen charity honor boxes? (Yes.) Well, our charity fun machine is 
more popular and makes more money without the hassle of stocking or carrying 
candy products. Right now we have distributors who are making $1,000 a week 
off 50 machines. Our biggest distributors have 200 fun machines and they are 
netting almost $4,000 a week. 


We are looking for an exclusive distributor in your area. If you are that 
person, we will guarantee that you will make money because we will be able to 
cream the area getting you the best locations. Just like the first candy machines, 
you will be getting in on the ground floor of a new deal. The only thing we want 
is for you to expand. Does this sound like something you might be interested in? 


(Yes, but what kind of machine is it?) It's a new fun device that allows a quarter 
to be inserted into it. 


oo o ie a lot of info about the Jackpot. Make them take the Fed-Ex 
Package.) /n order to get you all the pertinent informati - 
C.0.D. package of material. : Hg ego nae 
If you have him “hooked,” he 


2 ‘Il give you the O.K. 
will get a lot of calls on a $4,000 Pane € O.K. If not, go on to the next call. (You 


biz-op ad, especially when it relates to a charity.) 
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Mooch Bait Letter 


Dear 


We at S.S. Corporation want to thank you for your interest in the ALL NEW JACKPOT 
FUN MACHINE. 


We have Spent months and many, many dollars on research, development, and test 
marketing this exciting machine. After you have read this booklet, we are sure that you will 


‘90s. 

We are certain you will agree this is the best business opportunity in America today. For 
as little as $4,000, you can start your own business. You need no office or warehouse 
space, no advertising budget or utility bills. Best of all, there is no product to sell. You only 
collect the money from the Jackpot every week and count it. You are only obligated to send 
the sponsoring charity $2 a month. Locations — Every business is a prospect. They are all 
willing to donate the space to the charity. Anyone can easily place 50 Jackpots in one day. 
(Bullshit. I've yet to see a mooch place one.) you do not want to place the Jackpots, we 
have professional tocators with years of experience who will secure premium spots. Of 
course, there is a fee. 

Either way — if you place your Jackpots or have them professionally located — we are 
sure this is the best opportunity available today. You will have a five-year contract with the 
charity. Take a day to read over the enclosed material. We will call back with information on 
distributors who have become financially independent. 


Profit On Jackpot Project 
Cost Of Jackpot Project 
(20 unit deal) 
Material (includes glue) $ 399.00 
$19.95/unit x 20 
Boxes — need 5 boxes x $10 50.00 
(4 Jackpots per box) 
Copies of marketing pamphlet: 30.00 
Singers — $20/unit x 20 400.00 
(paid only if the deal closes) 
1-800-number (above average response): 65.00 
Return calls (above average): 150.00 
Answering service: 75.00 
Locating expense: 250.00 
Total Costs: $1,419.00 


+ Jackpots have sold for as high as $200 and as low as $100. For this example, we 
will price them at $150. Twenty Jackpots x $150 = $3,000. 
* Locating - $150/unit x 20 = $3,000. 
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Summary: 

Jackpots $3,000.00 
Locating 3,000.00 
Total: $6,000.00 
Cost of Product: 1,419.00 


Profit: $4,581.00 
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Chapter 10: 
Voice Mail 
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Voice mail is a good tool for beginners as well as pros. This type of biz-op market- 
ing is used mainly to sell $35 to $100 how-to packages (how to get-rich-overnight 
plans). 

Voice mail is like an answering machine, but instead of just taking messages, it 
sells your product. Voice mail boxes are inexpensive. Rentals run about $15 a month. 
Many private mail box rental places have voice mail boxes. For larger projects (10-25 
boxes), you switch to your phone company. When you rent a voice mail box, you have 
complete control over what you want to record. 

These are the major steps in a voice mail project: 


Get voice mail box - $15/month. 

Have 1-800-number transferred to voice mail (optional). 

Record mail box pitch (one to two minutes). 

Run newspaper ads. 

When you receive mooch’'s $4 check, send him the info letter. 

Mooch responds to info letter by sending you $35 check for complete package. 


You can utilize your 1-800-number for voice mail by contacting your 1-800 carrier 
and telling them you want to transfer your 1-800-number from your answering serv- 
ice to a voice mail box. AT&T calls their service the “800 call waiting” system. It only 
costs $20 for the transfer. If you do not use AT&T's “800 call waiting” system, there is 
a $30 charge to piggyback the line to the voice mail box. Then there is another $30 
charge to have it re-hooked to your answering service. If you use AT&T's 1-800-num- 
ber call waiting, you can transfer your 1-800-number back to your answering service 
by using a special code. There is no charge for this. AT&T can also fill your voice mail 
box needs. I suggest you stay with the voice mail box’s phone number to start with. 
No need running up a 1-800-number bill. 
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Two projects that I had a lot of success with were “Assembling Your Own Honor 


ine.” . klets for $35. I eventu- 

ie Fun Machine.” I sold the how-to boo! 
signe ganas pb pee week: In order to do this type of volume, you must do two 
thin : Have at least 10 voice mail boxes and have something that catches the Public S 
eye ‘Charity vending is an eye catcher. I gave the public a chance to get into the high- 


priced field of charity vending for a song. 


Here are some tips on voice mail box sales. Place your ad in three different daily 
newspapers. You do not want to make a massive newspaper jump until you know if 


you have a winner. Give the ads a month, and if at that time you're filling 75 to 100 
orders a week, go big time. 


This is my successful “Assembling Your Own Honor Box” program. It begins with 


these ads: 


$500 WK. POSSIBLE. Work with new charity vend system. Own 
your own business. Very little cash needed. 1-800-000- 
Ext .-5 


ECONOMICAL CHARITY VENDS. Why spend $SK-$10K on charity 
honor boxes? My new charity system delivers 50 boxes for 
under $150. Cal) 800-Ext 10. 


This is the recorded voice mail box pitch the mooch hears: 


» Just send a check for $4 to: Charity Marketing, 


1733 H Street, Suite 757, Chicago, Ulinois 98230 and I will send il out to you right 


away. 


For $4 the mouch gets the following letter. 
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"Assembling Your Own Honor Box" 
Pitch Letter 


Dear Customer: 
Thanks for your interest in my company. 


Atter working for 10 years with different charity marketing companies, | became con- 
vinced that the customer, the person buying the charity marketing products (vending ma- 
chines, honor boxes), was being taken. | know that charity vending is good for the charities, 
but it was not good for people buying the charity honor boxes. | have watched the vending 
marketing companies charge people $800 for a $100 vending machine and $75 for a $5 
honor box. People who wanted to get into business were selling their kids for these over- 
priced vends. It was unfair and | decided to develop a system that would allow the first time 
entrepreneur to get his toes wet for under $150. 


Using my system, your honor boxes only cost $2.50. Why are they so reasonable? Be- 
cause you assemble them. 


In September of 1990 | formed a company that not only helped the charities, but also 
gave the buyer an even break. Instead of going into debt to purchase charity vending ma- 
chines and honor boxes, a person can now utilize my method and make the same amount 
at a fraction of the cost. 


The packel you receive from my company will have legal charity contracts from four dil- 
ferent charities. It will also have information about the charities. All you have to do is 
choose the charity you want to work with. Each month you send the charity $1.50 to $2.50 
(depending on which charity you choose). That means it will only take one display a week 
and a half to make the money for the charity. The remaining money generated over 30 days 
will go into your pocket. 


Example: One vend can generate $10 a week; 50 vends generate $500 a week. That 
translates into a monthly gross of $2,000. Out of that $2,000 you pay the charity $75, leav- 
ing you with a net of $1,925. All charities are aware of this, but in this time of recession, 
they are happy to receive any money. 


Our package will take you a step al a time through the assembly of the charity vends. 
There are several different disptays you can choose from. Some displays hold products, 
others do not. You will not believe how easy they are to assemble. Why spend $3,000 to 
$10,000 when you can purchase our packet for $35 and assemble 50 charity displays your- 
selt for under $1507! A $2.50 vend will make just as much as a $100 vend. | GUARANTEE 
IT. 


YOUR CHARITY MARKETING PACKAGE WILL INCLUDE: 


1. Instructions and diagrams on where to gel and how to assemble $2.50 honor boxes. 
Everything will be diagrammed. They are easy and fun to do. Especially when they start 
bringing the money in. 

2. Instructions and diagrams on how to assemble Jackpots, the hottest and highest gross- 
ing charity vend in the country today. Putting together Jackpots is a snap. There are only 
four pieces to assemble. We have signed statements from major restaurants verifying that 
the Jackpots have taken in as much as $1,348 in 45 days. The Jackpot is a non-product 
vend. In other words, it has no candy in it. People put their money in Jackpots because they 
enjoy playing it and at the same time they are contribuling a portion of it to a charity. 
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: : ve the option of picking out the charity you 

saber you : Petibove pst viet contact yo will become a legal represen- 

want when ne bg Many of these charities depend upon operators like you to help cover 

pp a d Sor of our charities collect as much as $500,000 a year from charity 
jes operate That means the money you send in is making a big difference. 

The charities’ monthly fees vary from $1.50 to $2.50 per charity vending unit. Also in this 

package will be information on the charities and charity locating forms. 

i i timonials from national businesses (including a variety of restaurant 
Soralinneieres the charity vends. These testimonials will allow you to place your 
vends in these and other premium locations. Just by showing these testimonials, compa- 
nies (many chain fast food restaurants) will be more than happy to accept the charity vends. 
Ht you are thinking of getting into this business, but do not want to be ripped off for over- 
pnced vends, Charity Marketing has the answer. Why pay $5,000 to $10,000 for honor 
boxes and vending machines when, for a small investment of $35, | can show you how to 
put out 50 honor boxes tor under $150? These $2.50 honor boxes will make you more than 
the larger, expensive vends because you will have more of them. 


Just compare 50 of the $2.50 vends to 50 of the $75 vends. You are looking at a sav- 
ings of $3,600. Ask the big charity marketing companies if they have testimonials you can 
use to place their vends. They won't know what you are talking about. The only thing they 
want is to squeeze you for every dime you have. Don't fet the big vending companies get fat 
off your money. 

WITH OUR SYSTEM, YOU WILL MAKE THE MONEY, 
NOT THE BIG MARKETING COMPANY. 


Send your check for $35 to Charity Marketing, 1733 H Street, Suite 757, Chicago, IL 
| WANT YOU TO SUCCEED. 

THANK YOU, 

CHARITY MARKETING 


plastic parts for the Jackpot, the lis 
the contracts from four different charities 
different charities. (See the REFERENCE C 
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Your initial contact with the mooch will be via the telephone. Phone pitching is the 
first step in setting the “hook.” Once you have the mooch committed to accepting your 
C.O.D. marketing package, you have started the “money reach.” 

THE PRODUCTS YOU SELL NEED BRAND NAME FAMILIARITY. In other 
words, you need to draw a correlation between your product and a brand name prod- 
uct. When I was working with Spacebal (a toy ball with a latex loop running through 
it), I pitched it as the Frisbee Hoola-Hoop of the ‘90s. If it was a skin lotion, I used 
Max Factor. The old reliable for a gas or oil additive is STP. With plant products or 
seeds it was Lilly. Always stay with a product that allows you to use a brand name 
similarity. It makes your phone pitch much easier when you paint the mooch a rec- 
ognizable picture. Another important part of the phone pitch is the “Big figure gross.” 
The larger the gross of the industry your product is attached to, the better it sounds. 
Sports and toys gross over $60 billion a year, cosmetics $40 billion, automotive prod- 
ucts $70 billion, and vending $10 billion. Give the mooch figures so dazzling he will 
automatically assume he can get a tiny piece of the pie. 

Always promise the mooch an exclusive distributorship. Use Coke and McDonald's 
as examples. Tell him 50 years ago a Coke distributorship sold for $750. Now the 
same distributorship is worth millions. Remind him that McDonald's started back in 
the 50s and at that time a franchise cost only $8,000. Now the franchise fee is $1 
million. 

You cannot guarantee this product will become as successful, but let him know the 
Product is selling well in different parts of the country and he is getting in on a 
ground floor opportunity. If the product makes it big, so will he. 

The following is an example of how I found a product and put a marketing and 
Pitch program together. Spacebal was a toy product that I ran across in a small 
Washington town. It was a weird, well-constructed toy. A thick, hollow latex loop ran 
out of a solid 2-inch rubber ball. The idea was to place the loop on the end of your 
thumb, pull back, and fire the ball into the air. Wham. It would take off about 200 
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- it would be an ass knocker. Spacebal 


: i at close range, : : 
ae Pecan aineshot with a ball attached to it. It looked more like a 
remin 


weapon than 8 toy. ir. After talking to the man in the booth, I found 
[discrete ey Ucisetadatel ales were non-existent and they 


: : .U : 
out it was being produced cae t trying to sell off some of the inventory, but 


roduction. He was jus I off : e 
pat a much luck. I instantly saw the possibility of biz-opping the product. 


were 50,000 of them in storage, I was overcome with greed. 
ballet Sonal with the owner and we eventually established a price of 50 
cents a ball ($25,000 total). I came up with a contract that would allow me to pur- 
chase the balls as I needed them. I also guaranteed the bill would be paid in six 
months. With this settled, I went instantly to work on the marketing pamphlet. The 


lead in, or first page, was set up in the following fashion. 


Americans spend over $60 billion dollars a year on sports equipment and toys. Sports 
toys such as the Frisbee and Hoola-Hoop nol only fall in the fad category, but they also 
have become a regular part of the American sports and recreation scene. Frisbee sales 
have reached a whopping $1 billion and the faddish Hoola-Hoop is sitting at a cool $500 
mitlion. Spacebal is fast becoming the Frisbee or Hoola-Hoop of the ‘90s. Within a short 
period of time we have sold over a million Spacebals at $4 each. (7his was bullshit) 
Spacebal's patent has been applied for and we expect with our new marketing program to 
move over 5 million Spacebals in 1992. We want you to become part of our grassroots pro- 
gram. Through our marketing system. the average person (who has always wanted to own 
a business but could not afford to leave his job security) can now keep his job and become 
financially independent. If you can afford to spend five hours a week servicing your ac- 
counts and collecting money, you can achieve your financial goals. 


Our original marketing team cashed in by selling the major chain stores of K-Mart, Osco 
Drugs. Fred Meyers. Long Drugs. and Payless. (Which is more bullshit) Sales quickly 
rocketed to over half a million, but the marketing team soon realized something was wrong. 
In order lo become a Frisbee type of success, Spacebal needed to be marketed — just like 
the Fnsbee — at the smaller, high trattic stores. This was when the business opportunity 


aren was put together. The idea was to set up private Spacebal distributors in prime 


We are looking for people who want to grow with us and are willin 
ig to handle Spacebal 
Sports products as well as Spacebal. You, as an independent entrepreneur, can Secame 


similar to the one in Chapter 7) 


We fe Nol promising that you will make a milli 
you will be able to net $2,000 a month with just liv 
Spacebal launchers and Catchers will 
distributors. These items, along with Spacebal, will iheke 
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We have all heard people say, “I wish | had purchased a McDonald's franchise 
{originally a franchise was only $8,000 anywhere in the U.S.) or bought into Polaroid, Coke, 
Wham-O or Sony.” Fortunes have been made by those who had the foresight to do so. 


Spacebal offers such an opportunity. At present, it is one of the hottest business 
opportunities on the market. 


There is no better time to start. According to Fortune magazine, "a changing economy, 
abundant support, and a national mood that embraces enterprise make these the best 
times for launching a business in the U.S." 


The truth is that Starting a business is less risky than most people think. Among mem- 
bers of the National Federalion of Independent Business (an association of small business 
companies), 77 percent survive the first three years. 


Fortune also states that “entrepreneurship (which, in this case, means owning a 
Spacebal distributorship) suits the way that Americans want to live today” — independent, 
unsupervised, mobile. People want to choose where they live and work, set their work 
hours and be their own bosses. By taking on a Spacebal distributorship you are taking on 
something that may set you up for life. A small investment of your time, money and effort 
may really pay off in a spectacular way. 


WE WANT YOU TO SUCCEED. 


Spacebal Newspaper Ads 


HOT NEW PATENTED SPORTS PRODUCT. Great for the beach. Dis- 
tributoreship available. Minimum investment 6K. SPACEBAL 
Marketing. 1-800-524-6692 203 E. Sth St., Portland, OR 
98772 


(This ad was run in coastal cities.) 


HOT NEW PATENTED SPORTS PRODUCT. Will replace the FRISBEE. 
Distributorship available. Minimum investment 6K. SPACEBAL 
Marketing. 1-600-524-6692, 203 E. Sth St., Portland, OR 
98772 

(This ad was run in land-locked cities. Both ads did well.) 


Spacebal Phone Pitch 


Hello. Are you familiar with the Frisbee and Hoola-Hoop? (Yes. Everyone is.) 
Well, Spacebal is on the same level as they are. It’s a 2-inch rubber ball that has 
a latex loop running through it. The ball can be shot over 300 feet. We believe 
that Spacebal will become the Frisbee or Hoola-Hoop of the 90s. We have 
already sold over a quarter of a million and we anticipate tripling that next 
year, What we are offering you ts a ground floor opportunity to become part of 
the Spacebal phenomenon. In order to answer a lot of your questions, we would 
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like to C.O.D. you a Fed-Ex package. The package will contain a Spacebal and 


our marketing pamphlet. 
(Keep the phone pitch brief. You want them to accept the C.O.D. material.) 


Profit On Spacebal Project 
t OF S; bal Project 

Ore fe ostraer Twa use the LEVEL ONE SPACEBAL Package: 
Four floor mode! spinners — my cost $40 ea, — 4x 40 = $ 160.00 
Four counter-top spinners — my cost $25 ea. —4x 25 = 100.00 
1,152 Spacebals — my cost $.50 ea. — 1,152 x $.50 = 576.00 
Headers and game pamphlets 50.00 
Singers’ fees — $20/unit — 20 x 8 displays 160.00 

(only if the deal closes) 
1-800-number starter-line 60.00 
Business line return calls 125.00 
Answering service 45.00 
Newspaper ad 185.00 
Locating expenses 250.00 

(gas, food, motel, etc.) 
Total Costs: $1,71 1.00 


Spacebal Project Sales 


ee ane piesa package included: 4 counter -top spinners, 4 floor 
$6,000.00) ame sheets and 1,152 Spacebals. LEVEL ONE sold for: 


Locating fee — $200/unit x 8 units 
Total money generated: Tote 
Cost of Spacebal Project: Ubon 


PROFIT: 
$5,889.00 
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Locating is the “wrap,” or the last part of your sale. Locating is the placement of 
the product you have sold. As a biz-op operator, you are offering the mooch a complete 
package and locating is an important part of that package. “Guaranteed locations” 
(locations guaranteed to make money or they will be replaced by ones that will) are a 
powerful closing tool. A mooch will gobble up the promise that his locations are guar- 
anteed to make him money. 

It makes no difference if you do the locating or a locating company does. (A list of 
biz-op locating companies can be found in the REFERENCE chapter.) In order to close 
your sale) YOU MUST LET THE MOOCH KNOW THAT HIS LOCATIONS ARE 
GUARANTEED TO MAKE MONEY. That is one of your strongest selling points. 

In the Appendix you will find a document that guarantees locations. According to 
the agreement, you will provide the mooch with “relocates” (new locations) if his 
product does not sell. Fortunately, “tags” (stipulations that give you ways to break the 
contract) are written into the agreement. The tags are: 


« The mooch must provide you with a weekly sales report. (99 percent of the time, a 
mooch will not continuously send in a weekly sales report, thus making the con- 
tract invalid.) 

+ The displays or machines shall be installed within seven days after the locations 
have been secured. The mooch has to show proof of this. If he cannot, the contract 
is null and void. 

+ A letter requesting new locations must be sent by certified or registered mail. You, 
the biz-op operator, must receive the letter no later than the 65th day, otherwise 
the contract is invalid. If the mooch does not meet all of the above requirements, 
but still wants new locations, he must pay to have his displays or machines relo- 
cated. 
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After 60 days a mooch kno 
“the hell with it,” lick his woun 


ws he has been screwed. The average mooch will say 

ds, and write it off as a bad experience. Unfortunately, 
: i f the location agreement re- 

occasionally have a hanger-on who will fulfill all o h 

eairenents If he is persistent and keeps calling your service, you can do one of two 

things. Either change your 1-800-number to a new, unlisted one (providing that you 

are not in the middle of a project), or have your answering service tell the mooch that 

you are in the hospital. The mooch will eventually give up. . . 

Locating is the most creative part of the biz-op scam. As I explained earlier, you 
sell a mooch on a display product by convincing him it is worth more than it actually 
is. 
The only problem with this system is a store owner knows the retail value of the 
product. Your marketing pamphlet will convince an inexperienced mooch that a $1 
bottle of skin cream is worth $7, but trying that with an established store owner is 
entirely different. 

When signing up a store for a display, I use two different forms. The “Independent 
Location Agreement” and the "Placement Agreement.” Both can be found in the Ap- 
pendix. 

If you read these over, you will see that they are “loose,” meaning they are very 
weak legally. The meat of the locating form boils down to this: The location is letting 
the mooch put his displays in. The displays belong to the mooch. The store owner gets 
a percentage. If the store wants the display taken out, the mooch must remove it. If 
the mooch wants to take the display out, he can do so at any time without legal liabil- 
ity. The agreements are simple and non-binding, but it gives the mooch a feeling of 
security. He now has been accepted by a member of his business community, some- 
phe he has always wanted. He is independent, free, calling his own shots. He owes it 
St sd sane he is grateful. You are also grateful, especially when he kicks out the 
a ies area athe the problem of slipping an overpriced product into the store of a 

The “Independent Location Agreement” and the "P] 

acement Agreement” forms are 
custom made for the savvy businessman. Take a id 
ee a Bie PLACE THAT REQUIRES YOU TO. Suite GOWN fae Re 
E PRODUCT. On the “Placement Agre i i 
* ee f ement” form there is a line for 
commission.” On the “Independent Location Agre : i 
_ ae pega ement” th 
seat eae Nowhere is there a section devoted i the eaileue ae 
mooch s product. This gives you, the | 
a free hand th verbally wate 4 a ocator, a tremendous advantage. You now have 
ee il price without writing it down 
rts Say you are dealing with greeting cards. You'v 
. € gotlen a good deal on them by 


purchasing seconds or close-outs. You h i 
i : ave entered i 
sell him 10,000 cards at 60 cents each. Your pe gaa er de eH pct 


sured the mooch the cards will retail for $1.75. That m 
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stores to take the displays. The first thing you do is go to a Hallmark or any good card 
store and buy four high quality cards. You glue the back of the cards onto a nice card- 


board folder. You do not want the store owner to see the Hallmark name on the back 
of the cards. The pitch is quick and fast. 


"Hi, mynameis___. I'm working with a new, local card com- 
pany and we're placing small consignment displays of seasonal cards.” (Flash 
the Hallmarks at him.) “We put them in free of charge.” (Open up one of those 
spectacular Hallmarks.) “They retail for $1.25 (instead of $1.75) and you keep 
50 cents for yourself.” (The store owner knows he can easily sell the cards for 
$1.25.) "We will come in on a weekly basis to restock the best selling cards.” (If 
you happen to be placing cards just before a holiday, make sure you have sev- 
eral of those holiday cards. If it's a holiday, tell the owner you are placing dis- 
plays of that holiday card. Explain how your company will supply all seasonal 
cards such as Christmas, Easter, etc. The location will be receiving a $500 dis- 
play at no cost.) “The only thing we require is this form.” (Hand him the form.) 
“It's very loosely written. Basically it states the cards belong to us, but you are to 
get 50 cents for each one that sells and you can have the display removed at any 
time.” (After he has read the form, hand him a pen. You should have already 
filled in the mooch's company name on the “Placement Agreement” and in- 
serted how much the location is to receive for each card they sell.) 


Any common sense businessman will see the potential of getting something for 
nothing. There is no risk involved. 

By using the "Placement Agreement” form, you do not expose the retail price of the 
product. When the mooch looks at the "Placement Agreement” he only sees the 50- 
cent commission. He has no idea you have told the store owner his $1.75 cards are 
going to sell for $1.25. 

After you have completed the agreed number of contracts, list all the stores on the 
LOCATION LIST. (See the Appendix.) The bottom of the LOCATION LIST form 
reads: “I hereby acknowledge receipt of a copy of the list of locations from my route of 
(Insert the product. In this case it would be 10 greeting cards dis- 
plays.) with the understanding that no guarantee of profit is made or implied by the 
seller and that all commitments made by _______ (your company name) have 
been complied with. I am satisfied with the locations and am aware that | may change 
locations if I should desire.” You then have the mooch. Sign it and initial next to "I 
have toured these locations.” ; : 

Touring the locations is always tricky. One golden rule of the tour is NEVER LET 
THE MOOCH HAVE AN IN DEPTH CONVERSATION WITH THE LOCATION 
OWNER. : . 

I have two effective ways of accomplishing this. Since your mooch is a novice en- 
trepreneur, he needs your advice. You are a teacher: he is the student. Using this 
kind of power, you pre-warn the mooch that business owners do not like to be dis- 
turbed. Tell the mooch you had to set up an appointment before you could talk to the 
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i Z in the owner's 

_ Explain that, “In order to stay in t 
eee facia ane By using this pre-warning ploy, you el 


i nd and chatting about the cards. _ 
er iiher ey ot speeding up the tour is to use only one car, yours. I always insist 


obile. By controlling the tempo of the drive time, you effec- 
penne O oes r loitering. When the tour is finished, stop = a peri ‘8 
or a bright little coffee shop. Get the paperwork signed. Give the mooch a carbon-less 
notebook. (He will use this when delivering the cards. Someone in the store must sign 
for the card inventory.) Then collect the rest of your money. In this case the remain- 
ing amount due on 10 card displays is $1,500. It must be paid by either cash or money 
order. NEVER ACCEPT A PERSONAL CHECK. 


Aftermath 


good graces, we only want 
iminate the chance of the 


Most of the time, a mooch will get his displays installed. It is usually by mistake or 
luck. The store owner might be too busy to look at the display and he will just point to 
an area and say, “Put it over there.” Sometimes the store owner will be out when the 
mooch drops the display off. Other times the store owner will just feel sorry for the 
mooch and let him leave it. It makes little difference. Usually after 30 days the store 
owners will want the displays taken out. 

If you are a smart biz-op operator, you will get the mooch a “backup” location. 
There is a good chance the store owner might turn down the card display. Backup lo- 
cations can alleviate excess mooch bitching. Hopefully this will do the trick. If not, all 
hell will break loose and you will need to have your 1-800-number changed to a new, 
unlisted one. That means the only way the mooch has of contacting you is through 
your PO Box. After 30 days he will tire of sending you nasty letters. 
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Snack vending is the backbone of business opportunities marketing. When I 
started biz-opping, vending was my primary source of income. New biz-oppers still cut 
their teeth on honor boxes and candy vending machines. 

Vending has been around longer than Christianity. The first vend popped up in 
215 B.C. It was a primitive vend that reacted to the weight of a coin and spilled out a 
small amount of holy water. Since that time, inventors and biz-oppers have created a 
business that is currently grossing over $10 billion annually. Vending machines now 
spit out everything from frozen steaks to hot, by-the-slice pizza. 

Candy vending accounts for 80 percent of the solid food vends. There are bulk 
vends that dispense handfuls of nuts, countertop vends that kick out full-size candy 
bars, compact vends that hold bite-size candy bars, and vends with built in micro- 
waves that not only give you candy, but pop popcorn as well. (See REFERENCE chap- 
ter for a list of manufacturers.) 

Your vending machine newspaper ad plays an important part in vending sales. It 
eee be more interesting than other ads. Here are samples of successful vending ma- 
chine ads. 


SNACK ROUTE. Newest and most profitable enack machines are 
Opening up hundreds of new locations. Seeing ise believing. 
Earnings can exceed $1,000 weekly. Part time. All cash buei- 
ness can be yours for ae little as $5,600. Call 1-800- 


$ SUCCESS IN 1994 §$. Unlike anything you've ever seen, the 
hottest little vending machine is sweeping the nation. This is 
an incredible opportunity to secure your financial future. To- 
tally recession-proof. No experience needed. No gelling. Deal 
only with highly established accounts. Fantastic profita, part 
Or full time. Be the firet in your erea with our proven monéy~ 
maker. If you are eincere about your financial future, contact 
us today for a color pamphlet. Investment of $3,600 opens your 
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chain of inetant profit centere. Call 1-800- to get in on thie 
ground floor opportunity. 


BEST ONE MAN BUSINESS EVER. U.S.A.‘e@ number one aria aber gam 
‘sg hot! It's here now c 
automatic merchandising. It's : ° 
head. Start part time. Ap 
independent. No selling. No over : 
ee 4 BERiak. Investment required $15,950. Limited opportu 
nity. Call 24 houre for brochure. 1-800- 


Established locations. Profitability guaranteed. 


SNACK ROUTE. eee 


$800/week cash income. Call 24 hours for free brochure. 


The last ad promises an established candy vending route. It gives the impression 
that the machines are in place and making money. The ad is called a "grabber, some- 
thing that will get the mooch on the telephone. Once he's on line, ask what city he 
lives in. Then explain that you have 10 great locations (in his area) that want vending 
machines. These locations are so good that he will make $800 a week. All he has to do 
is purchase the vends, place them in the high grossing locations, and start making 
money. 

This is your primary lead in pitch for an established vending route ad. When you 
run an established vending route ad, the locations are included. Because of this, you 
will have to up the price of the vending machine to compensate for the locating fee. 

After closing one of these deals, you will have to hustle. The locations should be 
ready before the machines are sent. If not, don't worry about it. As long as you have 
the mooch’s money, he is at your mercy. When using the established route ad, have 
the machines in stock. On the other ads, you can wait until you have the mooch’s 
money before purchasing the vends. 
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Countertop Vending Machine 
Weight : 85 lb. 
Stse: SO" « 20" «x 22" 
Capacity > [85 ttems 


Big Buck Brand Mechanical Countertop Vending Machine 
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ith di ing ads. See which one works best for you. I occa- 
i all nie sone Vee ads ae same paper. It's interesting when the same 
aa nds to both ads. You know right away that you have an air-head on line. 
ee is a glut of vending machines. Manufacturers are producing and sell- 
ing cele at a record rate. Selling the machines is not a problem. The only oe 
is locations, but that can be easily overcome by using charities. (See Chapter 6.) If you 
atudy Chapter 6 and the charity forms in the Appendix, you can locate from 5 to 10 


baesvieteneas ding machines. The best buys are used machines 


There is an art to purchasing ven The 
from your previous mooches. Always keep a mooch hit list, a list of all people to whom 
you have sold vending machines. (Do not worry about any of the following until you 


have built up a mooch hit list.) 70 percent of your mooches will want to unload their 
machines within one year. Driving from business to business to put in one candy bar 
quickly changes their vision of the billion-dollar vending industry. That's where you 
once again step in. Only this time the mooch doesn’t know who you are. You will need 
to get another mailbox and 1-800-number. Do not use your old PO Box or 1-800-num- 
ber. Even a half-witted mooch will recognize the address and phone number of the 
person who “dry humped him.” 

Put together a mass mail postcard. You are now going to become a buyer of used 
vending machines. I call my company Vending Liquidators of America. The name is 
boldly printed on both the front and back of the postcard. (Do not use a PO Box num- 
ber, only a suite address.) The rest of the postcard reads: "WE BUY ALL USED 
VENDING MACHINES, COUNTERTOPS, UPRIGHT VENDS, MICRO VENDS, 
ETC. CALL FOR INSTANT CASH. 1-800-" 

Since the mooch will recognize your voice, make arrangements with your answer- 
ing service to give out the information. There will be an additional charge, but it 
keeps you out of the picture. (Instruct the answering service not to give your name, 
only your company’s name.) The answering service is to ask what type of machine it 
is, if it is in good shape, and how old it is. Authorize them to quote these prices: $75 
for countertops, $200 for upright vends, and $300 for microwave vends. The mooch is 
to re-pack the vends and have them sent C.O.D. will-call to your specified U.P.S 
terminal. Try to get him to pay the freight. If he bitches, you'll have to pay it 

When they arrive, check the weight of the boxes. Countertops will weigh 85 
pounds; microwave vends 158 pounds. If the U.P.S. form indicates th i ht i dif- 
ferent, ask for one of the boxes to be opened. If they refuse, do not ze oprth ‘shi 
ment. The mooch who sent the machines expects to be paid b cashi ‘sch k. Th a 
is nothing wrong with this, but protect yourself. Once you ae ch a i hae 
and given U.P.S. the cashier's check, you had better act uickl Ope . Baceee ; 
ve cee you badly damaged machines, then retake abe bones ye 

em bac J.P.S. At that ti i ite 
esl thethehien check: iota ae ge to your bank and have them can- 
fen onthe’ chee Hane are o this, but your bank can stop pay- 
fraud. you tell them it's to prevent an attempted 

Until you have compiled a mooch hit list, you will have 


manufacturers for your vending mach to rely on classifieds and 


ines. If you are a serious biz-opper, the classi- 
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fieds will become your second Bible. You have to devote time to the classifieds. Read 
them daily. You never know when a hidden money-maker will pop up. Many a time | 
have practically stolen used vending machines advertised in the classifieds. A desper- 
ate mooch will sometimes take almost any offer to get rid of his vending machine bur- 
den. Another classified vending method is the vending purchasing ad. “LOOKING 
FOR USED VENDING MACHINES. WILL PAY CASH. Phone #." This ad will some- 
times create more business than you can handle. 

Always check the mechanics and condition of the vends. For countertops offer $75 
to $120, for upright vends $150 to $200, for microwave vends $200 to $500, and for 
hot food vends offer $200 to $300. 

Your last option is the manufacturer. Even though the prices are structured to let 
you make good money, your net profit will not be nearly as much as on the used ma- 
chines. A list of vending manufacturers and prices of their machines can be found in 
the REFERENCE chapter. 


Profit On Vending Machine Project 


I am going to work with the most popular vend, the countertop. The package will 
be 10 used machines. Very seldom will the mechanism in a manual vending machine 
give you trouble. If a coin mechanism goes out, just order a replacement. Most of the 
used machines will need to be touched up and polished. It only takes a little work to 
make a vend look brand new. If at all possible, keep the machines in the original 
boxes. If not, buy good, sturdy, nice-looking shipping containers. 


Vending Machine Project Costs 


(10 Countertops) 
Cost of 10 used vends: $75 x 10 = $750.00 
Cost of refurbishing — spray paint, steel wool: 30.00 


(you can have it done by professional 
appliance repair person) 


Shipping boxes (good ones): $10 x 10 = 100.00 

Singer fee: $20 a unit x 10 = $200 x 2 singers = 400.00 
(only if deal closes) 

1-800-number starter-line: 50.00 

Business line return calls: 100.00 

Answering service: 45.00 

Newspaper ad: 175.00 
ating expenses: 250.00 


(gas, food, motel, etc.) 


Total Costs: $1,900.00 
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Vending Project Profit 
.00 
10 Countertops @ $600 = ate a 
Locating fee, $100/unit = $7 000.00 
Total Sale: £1 500-00 
Total Costs = 900. 
PROFIT: $5,100.00 
If you run a week-long ad, you should close three vending packages, for a total 
profit of $15,300.00. 


The pitch on the vending machines is similar to that for the honor boxes. (See 
Chapter 8.) Ask the mooch if he would like to make $800 a week with only 4 hours of 


work. He will have an exclusive distributorship, a ground floor opportunity — all of 
your distributors are making money — and he will be guaranteed to make money or 
the machines will be moved. The mooch will be taken around and introduced to the 


store or company owner. 


It doesn't have to be a long or complicated pitch. Go for the greed factor. The 
mooch is calling because he is hoping to go into business and get rich. Tell him what 


he wants to hear. 
Here's the lead-in to your profit pamphlet: 


Dear 


Here is the pamphlet you requested regarding the billion dollar world of vending. Each 
Gay. millions of coins are poured through coin-operated devices. Automatic merchandising 
is one of today's fastest growing industries. Everyday nearly 7 out of 10 persons will do 
business with automatic merchandisers. The tantastic potential for this business has only 
begun to be tulty realized. 


__ Not only is the greates! growth of vending ahead of us, but also the greatest diversifica- 
tion of vending is yet to come. 


Here are a few reasons why automatic merchandising is praclicall i i 
ft ome ly exploding. The high 
cost of labor In personal selling activilies makes automatic vending a more interesting a 
temative. Vending machines can operate virtually anywhere and at anytime. The trends to- 
wards more impulse purchasing by consumers will benefit the growth of this industry. 


Our compact countertop meets the huge demand b' i 
y thousands of businesses that do 
not have the floor Space lor large floor models. Our countertop is 100 percent mechanical. 


7 ' : ; : 
{ present, our vending company is working with a select number of distributors. Each of 


our distributors runs a profitable i 5 
our family. operation and we are looking for more distributors to join 


Please go over all the enclosed roti 
; it mat i i 
formation on distributors who are bacon jineeeae eset Ape owe 
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Chapter 14: 
Auctions 


, A 2 2 2 2 


Government auctions present excellent opportunities for biz-oppers. The govern- 
ment sells over $1 billion in surplus every year. My most profitable biz-op government 
auction deal involved the purchase of 100 microwaves. (See Chapter 17.) 

The major drawback to auctions is cash. If you are just starting, and short of cash, 
auctions might be beyond your means. I have put together a complete list of things 
you need to know about auctions. 

Once you have decided to attend one, make sure you know how to get to the loca- 
tion. Drive by before the auction, check out parking and see how to get inside. This 
eliminates some possible reasons for being late when the time comes. 

Get there early enough to inspect the merchandise. There is usually an open in- 
spection period that will allow you to look at the goods. Sometimes the inspection 
takes place the day before the auction. Always ask. If you are after biz-op items, make 
sure they fall into the biz-op merchandising category. REMEMBER, at an auction all 
sales are final. 

When bidding for an item, make eye contact with the auctioneer. This will let him 
know you are a serious bidder. Make sure you know the bidding amount of the item 
you are interested in. If you are unsure, ask the auctioneer to repeat the amount. 
Auctioneers speak rapidly, so don’t get confused and buy something for more than you 
intended. 

At government auctions, no deposit is required to bid. If you make a purchase, you 
must make a partial payment of 20 percent of the total amount. (Unless full payment 
's required.) Full payment will be accepted in the form of cash or money order. No 
Personal checks. : on : 

overnment auctions are supervised by the General Services See) 
HS AD. See REFERENCE chapter for the G.S.A. office closest to ha ene : : 
EFERENCE chapter is a complete list of the government's Defense Re-utilizatio 


and Marketing regional sales offices. 
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; ctions — neither is too much benefit to the biz- 


i i d the U.S. Customs. These items 
— handise seized by drug enforcement an 

Sipe Id = ales bid auctions. A sealed bid is just like an auction, except the bids are 

placed in an envelope by the bidder, sealed, and turned over to the auctioneer, who 

anes ise is then awarded to the highest bidder. The 


the envelopes. The merchand 
ame auctioned auld include liquor, jewelry, boats, airplanes, automobiles, real es- 
tate, clothing items and household goods — very few things that a biz-opper can work 


i inly personal things at a very low price. Although these auctions are open to 
eer val Bee member/subscriber to participate in the auction. To be- 
come a member/subseriber, contact: EG&G, 55 Bodega Drive, Nogales, AZ 85621, 
(602) 281-4705. This company is under contract with the U.S. government to conduct 
the customs and drug seizure auctions. Send them a stamped, self-addressed envelope 
and they will send you an application. 

Other auctions that I have done extremely well with are the bank and financial 
auctions. I bid on and got 100,000 boxed bottles of Rain Forest skin lotion and hair 
cream — a horrible product from the rain forest of Costa Rica that turned out to be a 
great money maker. (See Chapter 15.) 

Bank auctions are held because companies or individuals can no longer meet their 
financial commitments. In order to recoup some of their money, the banks have an 
auction. This means a biz-opper can get a great discount on money making items. 
These auctions are held about every two weeks, depending on how long the institu- 
tions want to hold the merchandise. 

Where do you find these auctions? First look in the Yellow Pages under Banks, 
Credit Unions, and Finance Companies. Call them and ask when the next auction of 
repossessed property will be held. They will tell you the time and date. Also check the 
classifieds in the local paper and in U.S.A. Today. 

When you get to an auction and you have been declared the high bidder, proceed to 
the cashier's table. You must pay at least $150 on your purchase price before the end 
of the auction. This is a deposit on your merchandise. You will then have seven days 
to pay the balance. (Be sure to keep the receipt for your deposit.) If the balance is not 


paid in the specified time, you lose your deposit and the merchandise is auctioned off 
again. 


There are two other government au 


Chapter 15: Rain Forest 
79 


Chapter 15: 


Rain Forest 


. a A 2 ee 


Bank auctions can sometimes lead to unexpected wealth, as in the case of Rain 
Forest. 1 was working a mooch in Florida and, as always, I picked up the local paper 
and checked out the classifieds. Under Auctions, I found that the Bank of Carney was 
auctioning off several different lots of repossessed items. I called and discovered one 
lot contained skin care products. 

There was a combination of 100,000 bars of soap, and bottles of skin cream and 
hair cream. A cosmetic company called Rain Forest had imported the product from 
Costa Rica. According to what I could glean from the literature, all the ingredients 
were from the Costa Rican rain forest. I opened up several bottles and wasn't im- 
pressed. It was poorly packaged and the bottles were of a cheap rubber composition. 
The skin cream reminded me more of white axle grease than skin lotion. I could see 
why it didn’t sell. That made little difference. If the price was right, I knew it could be 
biz-opped for a tidy profit. 

Included in the lot were 1,000 empty small sample jars labeled Rain Forest and 
approximately 900 cheap, thin-pressed wood displays. The displays were not much 
More than firewood, but that was all I needed. Those items combined with the bottled 
axle grease would be the key to the Rain Forest project. 

My bid of $5,000 got the whole lot. My cost per unit was five cents. The displays 
Were just thrown in as part of the package. 

There were three different products — hair repairing cream, cleansing bars, and 
skin cream. | decided to go with packages of 12 and 25 units. The big package would 
include 25 displays with 1,000 bottles of hair cream, 1,000 bars of Rain Forest soap, 
and 1,200 bottles of skin cream. ] had enough product to sell approximately 35 big 
Packages, 

We rented an office storage space in Tampa and set up shop. Our first prelate 
Step was to purchase enough good quality skin cream to fill up the 1,000 sample con- 
tainerg. Next we found a high-quality wooden display. With display in hand, we vent 

a Sears family photo studio. At that time, Sears was having one of their specials 
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ids sit i a pull-down backdrop for a snapshot. Our cho- 
an geclecah ance AO family, we substituted a Rain Forest display. 
For $29.95 ui ended up with a nice cover photo for the Rain Forest oe pam- 
phlet. We then joined the Better Business Bureau. The B.B.B. can be a ae arid 
when you are working on a long-term project. Since your company is new, . , -B. 
will not have any complaints. That gives you bonus mooch points. A mooch always 
feels more comfortable when the B.B.B. verifies that your company is complaint-free. 

One of the things you must do when working with a cheap, worthless product is 
create the brand name illusion. You want to convince the mooch that this product is 
as good as Estee Lauder. The only reason it is being sold for less is that people are not 
familiar with it. It also creates a consumer friendly attitude. Instead of paying $60 an 
ounce for Estee Lauder, they can now buy a product that is comparable, Rain Forest, 
at $6 an ounce. ; 

To help enhance Rain Forest's image, we put together a list of the best skin lotions 
in the world. Naturally, the list included our bottled axle grease. This list helped 
plant the seed in the mooch’s mind that Rain Forest skin cream was as good as any 
big-name product. 

Facial Skin Care and Hair Care Products Represent 


A $4 Billion a Year Market In The U.S. 


This is a List of The Very Best 

Brand Name Size Retail Price 
Healing Skin Creams 

1. Lancome Anti-Aging Cream 1.75 oz. $35 
2. Biotherm Wrinkle Smoother 1.37 oz. $32 
3. Prescriptives Multi Moisturizer _1.09 oz. $37 
4. Estee Lauder Controlling Cream —_ 1.75 oz. $60 
5. La Prairie Creme Cellular 1 oz. $80 
6. Ultima II All Night Moisturizer 1 oz. $40 
7. Shiseido Facial Nourishing Cream 1 oz. $37 
8. Princess Marcella Borghese 1.85 oz. $25 
9. Elizabeth Arden Day 1.75 oz. $52 

Renewal Emulsion 
10. Clinique Daytime Moisturizer 1.75 oz. $37 


11. RAIN FOREST NATURAL PRODUCTS CREAM 
2 ounces $$$$$$$ 12.95)1 ths 
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Miracle skin creams are in abundance. Claims of getting rid of wrinkles and old 
age blotches are as common as apple pie. Everyone wants to stay young. The mooch 
can relate to this. He also realizes that skin creams are expensive. Many people may 
want high-priced skin cream, but cannot afford it. But now, thanks to the Rain Forest 


distributor, the dreams of the average working woman can be fulfilled. Beauty and 
youth will be hers forever. 


Rain Forest Newspaper Ads 


$ UNLIMITED $$$$$. New! All-natural skin products. More 
advanced than Estee Lauder. Ground Floor Opportunity. RAIN 
FOREST — the COSMETIC WAVE OF THE FUTURE CALL - 


A+S$UPER DOLLARS. Billion dollar industry. NEW!! HOT! All 


natural skin product. Exclusive distributorship — $10K 
required. RAIN FOREST - Call 


MAKE $200,000 A YEAR!! Own a natural cosmetic business. 
NEW. Exclusive distributorship — No experience necessary 
— $10K RAIN FOREST — Call 


The Rain Forest phone pitch will sound familiar. (That's because all the pitches 
have the same format.) 


Hi 


Are you familiar with Estee Lauder and Max Factor? (Yes, everybody is.) 

What we are offering is a product that is on the same level, if not above, Estee 
Lauder. We have spent millions of dollars on research. It has taken years to 
Perfect an all-natural product of this nature and we have finally gotten the O.K. 
to begin our marketing in the United States. We do not want the skin cream to 
be mass marketed in chain stores such as KMart or Wal-Mart. We want to set up 
distributors who will have an exclusive territory. They, in turn, will get this 
fabulous new Product into the hands of the independent beauty shops, tanning 
salons, dermatologists, etc. — shops that work one on one with their customers. 
_ The skin cosmetics business grossed over $4 billion last year and Rain Forest 
'S going to be taking a big piece of the pie. The distributors that get in on this 
&round floor opportunity are going to make money. If this ts something you're 
interested in, we would like to C.O.D. you a Fed-Ex package of information. 
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: Marketing Pamphlet First Page 


ure that the old Rain Forest company had put together. A 


I used some of the literat d it with some of my own 


lot of it is a low-key, product pushing, soft sell. I incorporate 
hype and this is what I came up with. 


Dear 


i ur response to RAIN FOREST, THE NATURAL COSMETIC WAVE OF 
nie FUTURE. Ren Pores Prodcle has developed the most advanced beauty system 
available anywhere in the world. Our rare and active ingredients are obtained deep inside 
the rain forest in Central America. Our natural, patented formulas are the premise to an en- 
tire line of all-natural skin and hair care products. 


We are acquiring high quality, all-natural ingredients from the incredible Costa Rican 
rain forest and trying to help re-flounsh the destroyed area. We always Iry to avoid use of 
industrialized ingredients, but in some cases it is necessary to include a minimum amount 
of some stabilizer or preservatives. (/ personally thought they got the ingredients from a 
South Amencan rubber factory.) 


We have spent many years improving our techniques to achieve the most natural prod- 
uct. We are now sure that our line is one of the best for people who appreciate natural 
products. Our soaps and creams are manutactured with absolutely traditional procedures, 
using ancient techniques to maintain their unique quality. 


Our line is the result of years of experimenting with raw and rough ingredients like herbal 
powders. infusions, oils, extracts, concentrates, mud, clay, sea elements, etc. 


We are now offering distributorships to a few selected people. Those who become part 
of our family will be on the same level as the first Max Factor or Coca-Cola distributor. Stop 
and think. How many people do you know who made an $8,000 investment in the first Mc- 
Donald's franchise? Not too many. (McDonald's franchises are now $1 million.) That's be- 
Cause it takes people with insight who are willing to take that first entrepreneurial step. 
Those with that insight will be America's next millionaires. 


Are you one of those people? We have the product and we want dependable distributors 
who are visionanes to handle Rain Forest. Our professional locators will secure the highest 
Seidl feapen for the re Forest displays. All our distributors have to do is restock (which 
you wi ing a lot of), drop off literature, see if the shop owner has any questions, ani 
THEN COLLECT YOUR MONEY. What could be simpler? 4 arenes 


You have a chance to become Pant of a ground tloor o; ion ii i 
; peralion in an industry that 
grosses over $4 billion annually. This Opportunity may never come along again. ‘ 


Try the sample that we have enclosed. I'm sure i iti i 
: you will agree thal it is the best skin 
cream in America. (it was.) Then carefully read over the enclosed material. In a few days, 
we will call back with information on other distributors who, for a $10,000 investment have 


teached their financial goals. The Amenican ; : . ‘ 
for you. 90 nean dream for them is a reality — just as it can be 
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Profit On Rain Forest Project 


Cost Of Rain Forest Project 


I sold two different packages. One package had 12 units, the other 25. In this ex- 


ample we will use a package of 25. I will also include the cost of my “plant” (See Chap- 
ter 5) as well as the Sears pictures, wooden display and cost of a good skin cream. 
These items are a one time only expense. On a big money project, we went to national 
as well as local papers. All the expenses will be higher than normal. 

(Based on packages of 25) 


- 2- ee eo 


“2c ee 


Rain Forest skin cream. The “mooch" receives 1,250 assorted skin creams. My cost: 
$62.50. 

Rain Forest hair cream. The "mooch” receives 1,000 units. My cost: $50. 

Rain Forest cleansing bars. The "mooch” receives 1,000 units. My cost: $50. 

Cost of marketing pamphlet, color covers and 500 pamphlets for the mooch to 
hand out: $225. 

USA Today advertising: $475/week. 

Local newspaper advertising, California and Texas: $350. 

1-800-number incoming calls: $145 

Business line (going out): $350. 

Answering service: $125. 

Singers — two singers were paid $50/unit to set up a total of 24 “plants” (See 
Chapter 5.) $1,200. The singers were then paid $20/unit to tell the mooch how 
great Rain Forest sales were. Two singers x 50 units x $20 = $2,000. 

Cost of skin cream to fill the empty sample bottles: $340. 

Nice wooden display: $125. 

Sears photos: $29.95. 

Locating expense (25 units). Motel, gas, food, etc. $350. 


Summary: 
Skin cream 62.50 
Hair cream 50.00 
Soap 50.00 
Printing 225.00 
USA Today ads 475.00 
Local paper ads 350.00 
1-800 # 145.00 
ee line pies 
SWering servi : 
Singer por 3,200.00 
od skin cr oa 
isplay 125.00 
Photos 29.95 


ating expense 350.00 


Total Costs: $5,877.45 
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Profit On Rain Forest Project 


Rain Forest skin cream — 1,250 containers at $5.77 ea. = $7,212.50. 
Rain Forest hair cream — 1,000 containers at $3.99 ea. = 3,990.00 


Rain Forest soap — 1,000 bars at $1.45 = 1,450.00 
25 Rain Forest deluxe displays $229 ea. = 5,720.00 
Locating fee $250/unit x 25 = 6,250.00 
Total: $24,622.50 
Cost of Product: 5,877.45 
PROFIT: $18,745.05 


We ended up having enough product to sell 30 packages. After that, we shut down 
and J beat a hot path out of Florida. My partners and I netted almost half a million in 
six months. 

The REFERENCE chapter has a list of cosmetic companies you can purchase dis- 
continued items from. Most of the time you will have to create a new name for the 
product and have new labels made for each bottle. 
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Chapter 16: 
Greeting Cards 


, a A 2 ee 


There is hardly a person alive who has not received a greeting card. Everyone 
knows that cards are a profitable, big business. Just look at Hallmark and Carrollton. 
A $2 card has a buck and a half of profit in it. It's this "fat money" that makes Hall- 
mark big, but it's the mooch's fat money that makes the biz-op operator big. 

If you are going to run a greeting card ad, you need to find a card source. Good 
sources are stores that are bankrupt or going out of business. A biz-opper has to be a 
continual classified ad watcher. It's in the classifieds that you find good deals — drug- 
stores going under, stationery or grocery stores closing. These are things that sud- 
denly pop up in your local paper. One week there will be a bankruptcy auction, the 
next week everything will be sold. If you are looking to pick up auction bankruptcy 
cards, you must continually scan the paper. You should never pay more than one to 
two cents a card at an auction. Your price to the mooch is 50 cents a card. 

There are easier ways of locating cards than at an auction. One is purchasing sec- 
onds, or close-outs, that the big card companies have. (There is a list in the REFER- 
ENCE chapter.) The best way to approach these companies is with a letter. Here is 
the correspondence I send requesting seconds or close-outs: 


Big Time Marketing 
Seattle, WA 


American Greeting Cards 
Cleveland, OH 
Attn: Sales Dept. 


nt stores in the Nonhwest. Our client has re- 


Our com in of 99-ce : 
elie Wan ala nat We realize that American Greeting cards are 


quested a larger selection of greeting cards. ; 
of a high quality a ee do Be spear them to give us a top of the line sor bidie tel a 
Searching for are seconds and close-outs. We do not care if the Cat _ 2 ‘ naar ans 
we Would like seasonal cards (X-mas, Easter, etc.), as well as ps es ! aa notempecthigh 
Get-wells. We need to purchase them in lots of 5,000 to 10,000. People 
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ity in 99-cant stores. 
aa re ee We would ap 
please call 999-999-. Thank you. 
(You can use a variation of this formatted letter with cosmetic companies, seed 
i motive companies.) : 

ses eg ipa company vill come up with something. Always keep the price at 
10 cents a card or less. Remember, you have to pay for these up front; the "sell then 
buy” method will not work. : ; 

The least expensive way (the way I like most) of biz-opping cards is the local artist 
route. If you know an artist or a cartoonist who is willing to put together a series of 24 
different greeting cards on a percentage basis, go for it. Providing, of course, the artist 
is half decent. 

I worked with an Hispanic college artist who was exceptional. He put together a 
series of cards that appealed to the Spanish population. I sold 10 different distributor- 
ships in California, Texas, and Arizona. All of his artwork was of a Spanish cartoon 
theme done in black and white. I produced samples by going to the local quick printer. 
There | instructed the printer to make copies of the cards on a high quality, heavy 
duty gloss paper. After the copies were run, I precisely cut and folded them. Twenty 
complete sets were made. One was for the artist, one was for myself, and the rest 
were mooch bait. Since I was using quality paper and only running 480 copies, I paid 
15 cents each. The price dropped to 7 cents each when I ordered 5,000. 

You must always work out the percentage agreement with the artist before enter- 
ing in a biz-op artist deal. Even if he is a friend, put it in writing. If he doesn’t create 
cards that look decent, no one makes money. All he has to do is create a mooch card. 
It needs to have a character or scene that you can sell as being your trademark. No 
one else has this card and your mooch will be the only one in his territory to have it. 
i Hispanic artist created a crazy rabbit. All of the text was in Spanish and in Eng- 
ish. 

My agreement with the artist guaranteed that he would receive 7 cents for each 
card sold. On a five-display deal (5,000 cards), his percentage was $350. A card pack- 
age always starts at five units. It consists of five floor model card spinners that hold 
45 different cards, 5,000 cards (1,000 per display) and five headers. 
eet ies iad cards at an auction, the spinners might be included. If not, 

ent ways of tracking down spinners. One is to call all the local 
bane gAnatccpernat Ask if they have any used spinners they want to get rid of. If 
hee rae aay the spinners are sized to fit your cards. Never give more than $20 

One drugstore actually gave me 10 alumi i j : 
more room in their clarence I took ineaeee Bo te oa Cpplaye just tomake 
the old paint removed. The next Slop was at an auto 


i ible, head- 
ill naturally need envelopes and, if at all possible, | 
ran isciate a Aes within 30 days. If you have any questions, 
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be too expensive The ch t i . 
i might be 0 ; eapes route is to go mail order with Si i 
See REE ENT en wiekale card spinners will cost you $60 besrialira nee 
nt to triple e highest wholesale price of the displays. 
we de Seo. plays. If they are $60, you charge 
As far as the cards go, you need to wholesale them at i 
above that might scare your mooch off. a ee ce ee 
If you are printing a local artist card, you should be able to 
r car h produce them for 16% 
cents a piece. That includes the artist's fee, printing and an envelope. I nei 
cards at an auction for as low as two cents, but everything at an auction is cash. The 
same is true of the Hallmark type of close outs. The big drawback to company and 
auction cards is you have the cards before you have bagged the mooch. With artist 
biz-op cards, you pay for the cards with the mooch's money. 


Complete Displays 


Counter Top 

This unit consists of t.0 Roto-Snan 3 
totators eg™t6 Ball-Erancoxs one 
23 center pore cne '2 place Toes 
base Display stups in UPS carton 
(Style #23-32A) $18.72 ea 


Floor Display 
Rete Sray 2 


Cons 


egs Pace a) : 
(Stye #55-23A; $33.76 ea 
Custom printed header sign By! 


gilable. Minimum quantity 60. 


Product Displays dacs) 
(Illustrations courtesy Siegel Display Produc 


ity" dS 
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Greeting Card Displays 
(Photos courtesy Siegel Display Products.) 
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Tuo Versions Of Seed Spinners 
(llustrations courtesy Siegel Display Pp, 


roducts.) 
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This is the lead in I used for the marketing pamphlet: 
Dear___—_—_—_ 


Thanks for your interest in our exclusive greeting card distributorshi i 
attractive cards were the hit of the Atlanta card show. : ea ca 


Ifyou are a new entrepreneur, you need to know four things about cards: 
1. How safe is my investment? 
2. Who is in the business now? 
3. How much are they making? 
4. Can | reasonably expect to do as well or better? 


Those are really important questions and the enclosed material has the answers. You'll 
tind facts, figures and specific information. 


With Hispanic Creations, you will have the best of several worlds — money, success, 
enjoyment and — perhaps the greatest gift of all — complete independence. 


Our distributors require no special skills in sales, bookkeeping or technical training to 
manage their business. No heaw lifting is involved. All that's required is a desire to be fi- 
nancially successful. 


If there is one thing you can say about successful people it is that they open the door 
when opportunity knocks. Our distributorship is knocking really loud. You are looking for the 
best business you can find; we are searching for the best sellers in your area. 


We appreciate your interest. Now, carefully review the facts and figures in the enclosed 
material. Go off by yourself where it's quiet and read it from cover to cover. You'll see why 
cards by Hispanic Creations are a success. You'll discover why, as a grassroots distributor, 
you have the same opportunity as the first Coca-Cola distributor. 


Analyze the information today. Make notes about any questions you may have. We will 
call you back within the next few days and respond to any questions you have. 


Should you want answers before we call, use our toll {ree line, 1-800-, and ask for 

. You will now have the opportunity to join the satisfied family of 

Hispanic Creations. OUR DISTRIBUTORS DO NOT ANSWER TO A SUPERVISOR OR 

BOSS. THEY CHOOSE THEIR OWN WORKING HOURS. PART TIME OR FULL TIME. 

itt ARE ASSOCIATED WITH AN INDUSTRY THAT IS EXCITING AND TRULY RE- 
ARDING. 


Best of all, you can be up and running in a few weeks. But don't hesitate too long. We 
have received inquiries from many, many persons who responded to the same newspaper 
advertisement in your area. 


The next time we speak on the phone, I'll give you 


Some of our dealers. This will enable you to gel an ov 
Panic Creations. 


the names and phone numbers of 
erall picture of the success of His- 
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Profit On Greeting Card Project 


Cost Of Greeting Card Project: ; 5 : 
(Based on a 10-spinner biz-op artist package using reconditioned spinners.) 

Cost of printing cards (black and white on good gloss paper): 
8 cents ea. x 10,000 = $ 800.00 

Cost of 10 reconditioned displays: = 350.00 

Singers’ fees: $20 a display x 10 x 3 singers = 600.00 
(only to be paid if deal closes) 


Artist's percentage: 7 cents x 10,000 cards = 700.00 
Answering service: 45.00 
1-800-number starter-line: should not be over 60.00 
Business line return calls: should not be over 85.00 
Newspaper ad: 175.00 
Locating expenses — gas, food, motel, etc. 250.00 
Total Costs: $3,065.00 
Money Taken In On Card Project 

10,000 cards x 50 cents = $ 5,000.00 
10 spinners x $240 = 2,400.00 
Locating fee — 10 x $300 = 3,000.00 
Total money generated: $10,400.00 
Cost of project: $3,065.00 
PROFIT: $7,335.00 


Successful Newspaper Ads 


223% PROPIT:! GREETING CARDS A $7 billion per year indus- 

ees ee puts you in business. High income poten- 
a w invest: " 

ee ment. No selling. cal) for free business 


$ GREETING CARDS $ Exclusive distributorship, Guaranteed 


locations. Recoup investme 
rie mt of $5,200 in 6 months. Call 


HISPANIC SEASONAL CARDS Hot sel 


Gistributorehip, Guaranteed 
investment $3,500. 1-800- ae sare Ereae tena me 
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the Hispanic i 
ad in se 
veral Spanish newspap: 
ers. We sold 
two distrib 
utor- 


[ ran 
J had to hire a 
person fluent i 
ent in Spanish. For card 1 
locating pitch 
, see Chap- 


ships, but 
ter 12. 


Chapter 17: 


Popcorn 


. 2 2 2 ee 


Auctions make biz-oppers money. Unfortunately, you must have cash. The “sell 
then buy” method does not work with auctions. There is a risk factor involved when 
purchasing items before selling them. I suggest new biz-oppers stay with the “sell 
then buy" method until they have become more experienced. 

One of my most successful government auctions involved microwaves. The horror 
stories you hear about the government spending $500 on a hammer or $800 on toilet 
seats must be true. I bid on and purchased 100 small commercial Litton microwaves 
for $3,000. At that time it was the smallest commercial microwave Litton made: 13 
inches x 18 inches x 9 inches high, .5 cu. ft. interior, 700 watts of power; weight 37 
Ibs. It retailed for $200. I do not know what the government paid, but my per unit cost 
was $30. (Litton is no longer making that model.) I have sold and purchased many 
coin-operated large microwave vending machines, but this project would be a little 
different. 

My first move was to contact Deli Express (Eden Prairie, MN, 1-800-328-8184) and 
work a deal to purchase 1,000 cases of their assorted microwave popcorn. There are 
48 packs of popcorn per case. My cost per case was $6.50. Without purchasing the 
Popcorn, I began running my ads. The object was to sell microwave popcorn routes. 

The microwave popcorn ads read: 


$ 114% PROFIT §. Phenomenal return on investment. $3,500 
required. #1 selling snack food. CALL - 


ONLY $3,500!!! Small investment. LARGE RETURN. America's 
#1 snack. Established micro route. CALL 1-800- 

# 1 SNACK. $3,500 investment. Equipment included. 114% 
Profit. CALL 1-800- 
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The popcorn phone pitch was: 


“How would you like to become part of the billion dollar popcorn ae 99 
out of 100 people eat popcorn and we are offering you an ceinoed to jecome 
part of this industry for only $3,500. That includes Litton state-of-t cai ae 
wave equipment and enough product to almost double your investment. We have 
people who are contacting prime tavern locations in your area right now. If 
you're interested in this type of program, we'll overnight you a C.O.D. package 


of information.” 


I kept it brief. I didn’t tell the mooch how much popcorn he would be receiving or 
the size of the microwave. Nor did I explain about the locating fee. Only give the 
mooch information if he insists. Push the C.O.D., Fed-Ex package. 

First page of the marketing pamphlet: 

| would like to thank you for inquiring into this unique business opportunity. 

Nearly everyone | speak with has considered going into business. However, for various 
reasons, they continue working for their present employer and have not taken any serious 
steps lo enhance their present financial status. 

The proposal offered by POP LIGHT gives that person a chance to become financially 
independent without great financial risk (only $3,500). Due to our expertise and the popu- 
larity of the product, the success of POP LIGHT is one of the highest in the country. The 
cost is low, the profit on popcom is high. 

WHICH SNACK IS WHOLESOME, NATURAL, ECONOMICAL, DELICIOUS AND FUN? 
— POPCORN!!! 630 Million pounds are sold annually — 42 quarts for every man, woman 
and child. Popcom sales double every 10 years. It's the world’s number one-selling, most 
profitable snack food. 

With our state-ol-the-art micro-poppers, all you do is go to the location, drop off a case 
of popcorn and collect your money. What could be simpler? No employees, no risk. Work 
out of your house. Attain financial security. Your locations will be the best. Professional lo- 
cators will make sure of that. 
cone gh sats cece bathe th te ooh itor in ad at In a good grossing 

y- ransiates into a profi 
JUST ONE LOCATION | profit of $7,300 a year FOR 


| will contact you later this week with information on other successful distributors. 
Profit On Popcorn Project 


COST OF POPCORN PROJECT 
(10 units per sale.) 


Microwaves @ $30 ea. (government auction): $3 

g 0x 10s 
Popcorn (100 cases per 10 displays ) $6.50/case x 100 = : eheg 
Copies of marketing pamphlet: = 8.00 
Singer fee: $20 a unit x 10 = $200 x 2 singers = ino G3 
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.g00-number: 75. 
. (lots of calls on $3,500 ads) r 
Business line (lots of return calls): 175.00 
Answering service (above average use): 85.00 
Newspaper ad: 175.00 
Locating expenses — gas, food, motel, etc.: 250.00 
Total Costs: $2,140.00 


Money Taken In On Popcorn Project: 


10 Microwaves x $350 = 3,500.00 
100 Cases popcorn x $12.96/case = 1,296.00 
Distributing fee = 300.00 


right to use POP LIGHT name (On a lower priced project, 
try squeezing the mooch for the right to distribute your 
product. It helps cover the singers and extra phone bills.) 


Locating fee $100/unit x 10 = 1,000.00 
Total: $6,096.00 
Cost of Product: $2,140.00 
PROFIT: $3,956.00 


(I sold and located 10 of these packages in 90 days. My net profit — $39,560.) 


If you are interested in doing a project of this nature, you'll need to contact a res- 
taurant supply company or a name-brand microwave distributor. Get a price on 10 to 
50 .5-eu. ft. microwave units. Have the store give you a picture of the unit, then con- 
tact Deli Express, 1-800-328-8184, and get a popcorn price. (You might be able to get 
the same or a better price from a local distributor.) After you have all that info, run 
your ad and wait for the phone to ring. 


Locating 


The best places for these units are bars. Call on the bar owner either early in the 
morning, 8-9, or in the middle of the afternoon. Since the microwaves are light, carry 
one in and ask the bar owner if you can pop some corn for his patrons. Tell him you 
are not selling it, but if he likes the popcorn, you will leave him a microwave and a 
*ase of popcorn at no cost. Explain that he only pays for what sells and he will be net- 
ting $30 a case. Selling price for a bag of Bono ines ee 

Ost taverns li ving hot popcorn; it enhances : 

The idea Shin goa ee ae is easy to understand. l pure oe alpen 

$6.50 a case. I sell it to the mooch for $12.95 a case. He in turn sells it 
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for $31.20. There are 48 bags of popcorn. The tavern gets $1.25 a bag. This means the 


tavern will be getting $60 for the popped product. 
This is another “sell then buy” program. Even if you only sell one package of 10 


microwaves, there is still a lot of profit in it and you will know how to biz-op another 


product. 


Chapter 18: Pay Phones 
97 


Chapter 18: 
Pay Phones 


Si i a 2 2 


The most economical way to biz-op pay phones is with used equipment. Running 
an ad in the classifieds can pay dividends. “LOOKING FOR USED PAY PHONES. 
WILL PAY CASH. CALL #" You will be surprised how many people have purchased 
new pay phones but are unable to place them. The most you want to pay is $300. 

Most phone companies have an annual used equipment auction. (Call and ask.) 
Included in the auction will be used pay phones. If you do not want to mess with an 
auction, call the big as well as smaller phone companies and inquire about used pay 
phones. Explain that you are going to convert them into lamps. It is usually much 
easier to work with the smaller, independent phone companies. Regardless, your best 
buys are still at the big phone company auctions. I have picked up good-looking, sal- 
able, older phones for as low as $25 a unit. 

Some of the pay phones might be inoperable, but they can be made to look good. 
(It's a rare mooch who knows the innards of a pay phone.) You want phones that a 
professional appliance repair man can polish into new looking units. (I have mine 
done by a professional company that does appliance painting and repair. Cost $75 a 
unit. You can do it yourself for a couple cans of paint, spit, polish and elbow grease.) 
How do you sell a good-looking phone that doesn't work? Simple: the phones are never 
installed because there is no place to put them. 

_ Next time you're driving around, stop in a convenience store and ask the manager 
ifhe signed a contract for his pay phone. The answer, even though he may nee know 
the terms of the agreement, is always yes. The contract runs from 5 to 10 ‘aula lees 
are legally binding and not worth the legal expense of trying to break. Even if t ; 
Store owner sells the store, the contract is considered part of the sale and is passe 
on, 

. a new 
Most store owners couldn't care less about their pay Te ak) le get an 
ner may be unaware of it. You, as the locator (or @ locating 


, the Ap- 
aware store owner to sign a new contract for a mooch’s pay phone. (See P 


‘ . ; i nt 
Pendix for pay phone contract.) The main pitch is you will pay him twice the amou 


ow 
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that his present phone com 
a $50 cash sign up bonus w! 
phone company cannot be bro! 
cash bonus. Al] you want is a 
your locating fee. Locating pay phones 
pitch is easy. It also pays well. I charge $ 


completion. : : 
This is one time you let a mooch take his time when he tours his locations. Stroll 


in with the mooch. Introduce him as the town's newest phone company owner. Let the 
meooch and owner chat while you use a measuring tape to get the dimensions of the 
old phone display (all a smoke screen). If the owner of the store happens to mention 
the $50, tell the mooch that’s part of your program and you will take care of it. 

After the mooch has completed his tour, you explain that the first thing he must 
do is contact the old phone company and have the old pay phone removed. Then he 
has to get in touch with an independent phone installer and make arrangements to 
have his pay phone installed. The last step is to have his new number activated. 


Aftermath 


is paying. (10 percent is standard.) Plus you will pay 
hen the phone is installed. Since the contract with the old 
ken, you do not have to worry about actually paying the 
high traffic location to sign a contract so you can collect 
by using the $50 bonus, higher percentage 
300 a unit, half up front, the other half on 


Expect a call from your phone mooch within seven days. He will be very upset be- 
cause the existing phone contracts cannot be broken. He will want to know what you 
are going to do. If you have several other phone deals in the works, you will not be 
able to close up shop and disappear. So, your job over the next few weeks will be to 
provide an encouraging voice. "That's impossible,” you tell the mooch. “I've put almost 
50 of those phones in locations exactly like the ones you have. I'll get my attorney on 
this right away. I know we can straighten this out. Just give my attorney time to 
work on it.” Stall the mooch for a few weeks with attorney excuses. “He's out of town.” 
“He's in court.” When the mooch again reaches the boiling point, spring the good news 
on him. “My attorney has reached an agreement with the existing phone company 
and they are going to remove their phones. It cost me a grand to work all this out, but 
] intend to get you set up and making money.” 


By this time, you should be ready to change your 1-800-number and go on vaca- 
tion. 
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h as this, are cheaper, 
fitable tu the biz-opper. 


Used pay phones, suc 
and, therefore, more pro, 
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Profit On Pay Phone Project 


Cost Of Pay Phone Project 
The cost of a pay phone project depends on how much you pay for the phones. The 


most I have ever paid is $150, so we will use that as the “high end price.” You should 
always try to sell a package of three, but if a mooch only wants one, then make him 
happy by sticking it to him for $2,500. (If you want to go with new pay phones, they 
can be purchased at Alltel Supply Inc., 6625 The Corners Pkwy., Waycross, GA 30092. 
1-800-533-3161. QURDUM pay phones will cost you $960, AT&T $1,100. I have never 
purchased new units. I only do pay phone projects once every three years — too much 


heat.) 


Three pay phones $150 x 3 = $ 450.00 
Cost of refurbishing $75 x 3 = 225.00 
Boxes for pay phones: $25 ea. x 3 = 75.00 
(You want excellent ones stamped “Telephone.”) 
Singer fee: $50 a unit x 3 = $150 x 2 singers = 300.00 
(only to be paid if deal closes) 
1-800-number starter-line (incoming calls): 30.00 
Business line return calls: 75.00 
Answering service: 45.00 
Newspaper ad (per week): 150.00 
Locating expenses — gas, food, motel, etc.: 250.00 
Copies of marketing pamphlet: 30.00 
Total Costs: $1,630.00 
Pay Phone Project Profit 


A standard price for one pay phone is $2,500, but most packages consist of three 
pay phones. For three pay phones, the Price is $2,000 each. For six, it's $1,500 each. 
Never go any lower than $1,500 unless the mooch wants to do something really stupid 


such as buying 20; then we bottom out at $1,000 i 
thee ue TOE ‘ each. We will use the standard 


Three pay phones @ $2,000 ea. = 
Locating fee - $300/unit = 
(I am setting this UP as just one sale, but j jor ci 
» but in a major cit 
you should be able to move at least nine pay bianen) . 


$6,000.00 
900.00 


Total: 

Cost: $6,900.00 
$1,630.00 

PROFIT: 


$5,270.00 
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Newspaper Ads 


ALL CASH BUSINESS. Pay phone route being established in 
your area. Fantastic return. 1-800- 


PAY PHONES. GREAT LOCATIONS AVAILABLE LOCALLY. AT&T, MCI 
ETC. 1-6800- ‘ 


§ PAY TELEPHONES § Pre-installation income verification. 
Full training. Professionally selected locations. 


From 
$6,000. 1-800- 24 hours. 


(Using the AT&T and MCI names means nothing. All phones will take either one. 
It just sounds more impressive.) 

Pre-installation income is the pay sheet the store owner receives each month. It 
shows how much the phone is grossing and what the owner's share is. If you ask the 
store owner about it, he will probably give it to you, especially if you are offering to 
double his percentage plus give him a $50 sign up bonus. (See REFERENCE chapter.) 


Pay Phone Project Phone Pitch 


“How would you like to be part of the $10 billion U.S. pay phone business? (Sounds 
interesting.) Well, what we are offering is a unique opportunity to join this industry. In 
your area we have on-site, full time locators who are securing prime locations, locations 
that are guaranteed to return your investment in six months.” 


At this time you have kicked in the greed factor: You've told him it's a $10 billion 
industry and he's going to get a quick financial response. You can go on explaining 
about the quality of the pay phone, but you have to set the hook, and do not need to 
carry on an in-depth conversation. You want him to accept the Fed-Ex package. If he 
doesn't, don't waste your time. Go on to your next call. 


Marketing Pamphlet 


Hello 


_ Welcome to the age of communications. On a daily basis, everyone lous ane 
nication tool — T.V., radio, fax, phone, etc. It is the largest business in ine Pato billion 
Such as AT&T, US West and MCI control billions. Pay telephones ate spnual in this 
yearly in the U.S. Approximately 25 billion $.25 pay phone calls ale ae aI ip caln drop 
Country. That figure does not include credil card calls which are almost eq 
revenues. 
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The pay phone business growth factor will never stop. The demand for pay phones in 
commercial businesses is increasing. You can become part of this phenomenal growth 
through DYNAMIC PAY PHONES OF AMERICA. 


We are offering you high-traffic locations that will start making you money on the first 
day. Each phone will only require 15 minutes of your time weekly. You can operate out of 
your own house. The work is light and pleasant. You have no employees, no wages, no 
employee taxes. This is among the least labor intensive of businesses available for invest- 
ment today. 


Our trouble-free automated phones eliminate all down lime. Like silent salesmen, they 
stand quietly eaming you money. They do not get sick. They work day and night. Tele- 
phones are not affected by economic recession. It requires no skill or special training. Tele- 
phones simply sell voice service, leaving you, the owner, to enjoy your free time as you like. 
Our pay phones have been accumulaling profits for our operators at an ever increasing 
rate. You will be able to talk to other financially secure operators, who, like yourself, wanted 
something better out of lite — a chance to become independent and financially secure. 
They have done this with OYNAMIC PAY PHONES OF AMERICA, so can you. 


Read over our material. | am sure you will agree — THIS IS A ONCE IN A LIFETIME 
OPPORTUNITY. | will be calling back in a few days. At thal time I will put you in touch with 
some of our financially secure operators. 
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Chapter 19: 
Pay Fax 
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At present, pay faxes are the biggest biz-op rip off. They are also more in tune to a 
biz-opper who has money. A mooch is charged from $4,000 to $7,000 a unit. In order 
for a biz-opper to get a wholesale price of $1,200, he must purchase 50 units. There 
are very few used ones. 

A pay fax is nothing more than a glorified phone with a built-in fax and a credit 
card strip. It will not take coins, only credit cards. A primary pay fax pitch is: The pay 
fax will produce from 10 to 20 transactions a day. The average transmission is three 
pages, the charge, $12; 10 transactions, $120, 20 transactions, $240. The mooch is as- 
sured this will happen because of his guaranteed locations, locations such as county 
court houses, the airport, train stations, Red Lions and Holiday Inns. All high traffic 
fax places. 

One of the nice things about a mooch is they never do any location research. A 
g00d mooch always believes what a biz-opper tells him. Most of the time they are 
blinded by greed. If they were to do a little research, they would discover airports 
have their own public pay fax systems, major hotels do not intend to give up their 
lucrative fax Money, and court houses have a fax in every office. 

In order to locate a public fax system, you have to revert to mails, photo centers, 
smaller motels and convenience stores. You sell the mooch on this by telling him you 
have other customers who only have those types of locations and they are getting rich. 

Since most people have never seen a public fax, it makes them easy to pa iY 

find a location that has a public copier. Copiers and pay faxes g0 a ne aoe 

nee you tell a store owner you are going to give him a free fax system, he sh ae ihe 
os Mooch pays for the phone line and the installation. The location provi 

ce and gets 15 percent for doing that. ‘ all the mooch’s fax 
dette is es a pitch ie: The biz-opper § Ce ioe pay fax, the bill- 
ing wiles nee: ee inland nae office They in turn will take 16 percent 
Or pr 80 through the biz-op operator's main olieé ch his check. (This is done by 

Ocessing the paper work and sending the moo 
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having the swipe temporarily h 
not the biz-op office.) 
To the mooch this sounds like the easy 


ooked up to an established credit card billing company, 


life. Kick back, lie in the sun, belt down ex- 


pensive wine and get a fat monthly fax check. Unfortunately, the mooch will not be 
able to buy a glass of beer with his fax check. The major problem with the pay fax is 
the way fax users respond to them. Even though the fax works, nobody will use it. 
People are afraid to swipe their credit card through for fear of someone getting their 
card number. People are also lazy. Why go through all the trouble of reading fax 
sending instructions when you can go to a Mail Box Etc. and send a cheaper, hassle- 
free fax? 

Now comes the cute part. If no one is sending faxes, there is no need to keep up the 
credit card billing system. After the last pay fax has been sold, the credit card billing 
system is discontinued and the operation is shut down. 

I will include some information on purchasing pay faxes, but if you are a beginner, 
I suggest you stay away from this program. A pay fax biz-opper is well seasoned and 
he has the money to back a pay fax project. 

There are two ways to purchase pay faxes. The most economical way is to run an 
ad in several major newspapers. It should read "LOOKING FOR USED PAY FAXES. 
WILL PAY CASH FOR FAXES IN GOOD CONDITION 1-800-." Do not pay any more 
than $500 a unit. You may not get a single call, pay faxes are still rare. 

Pay faxes can be purchased at Comtel Data Systems, Inc., East Dundee, IL. 708- 
426-0077. In order to get a wholesale price, you must purchase 50 units at $1,200 
each. 


Pay Fax Profit 


The entire cost of a new pay fax package, including telephone, 1-800 number, cost 
of pay fax, singers, etc., is $4,350. You will sell and locate the package for $15,000. 
Your net profit on a new pay fax deal will be $10,800, but remember, if you do not find 
used faxes, you will have to spend $60,000 up front purchasing new ones. 


Ads 
A typical pay fax ad reads like this: 
OUTSTANDING OPPORTUNITY. Public fax machines. Credit card 


activated. In excellent locations. Ph 
5 enomenal return 
investment. $15K will secure your future. 1-800- re 
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y fax is no h ng more hana lor ified phone 
pa fe ed + : t é i 
| a pues fax and acr edit c ért, 
with ard strip. 
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Chapter 20: 


Doing Business 
With Other Biz-Oppers 


oe? 66 OO @ 


Throughout the United States there are numerous biz-op locating companies. (See 
REFERENCE chapter.) They all sell and locate products of their own as well as prod- 
ucts for other biz-op operators. If you do a locating job for another biz-opper, always 
find out who is paying, the biz-opper or the mooch. Preferably it will be the mooch. He 
has cash. The other biz-opper might have a questionable check. 

Small biz-op operators do a lot of their own locating, but many of them devote as 
much as 50 percent of their time locating other operators’ products. If a small] opera- 
tor hits on a hot product, he will switch from local papers to USA Today. Because of 
his size he will be unable to take on a national locating program. Instead, he will con- 
centrate on selling and let other biz-operators handle the locating work. He only re- 
leases this work after a locating fee has been established. Out of that fee, he is to re- 
ceive a 10 percent kickback. If he doesn’t, he will drop that locating company and go 
to another one. 

I exchange work with a lot of biz-op operators. If I sell a mooch 10 vending ma- 
chines in Texas, I will not make a trip to locate them. Instead I contact two biz-op op- 
erators in that part of the country and tell them about the mooch. I then give the 
mooch the phone numbers of the two operators. The mooch can then decide whom he 
wants to work with. The same is true for the Pacific Northwest. If a Texas biz-opper 1s 
selling a package in Portland, he will contact me. (For the benefit of all new biz-op op- 
erators, NEVER SELL PRODUCTS IN YOUR HOME STATE. Some biz-op marketers 
in larger states get away with this, but they have to set up a confusing system of 

ummy companies and off-brand 800 numbers. It is also much easier to get lost in a 
eavily populated area.) ae 
ts all right to locate in your own state. Locating 1s ¢ 
You provide the mooch with legal, signed locating agree 
nee form (see the Appendix), you have fulfilled your contract. 


onsidered a service. As long as 
ments and he signs the accep- 
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se y h, let him know that you 
contacted by another biz-oppers mooch, let him & he are a 
ecg cai ol ice. locator. A mooch wants somebody who is familiar with his 


el him you have customers with vending machines (for example) similar to hig 
that are doing extremely well — as a matter of fact, they are doing so well they have 
expanded from 10 to 30 vending machines. Make it clear that you have the same 
vending machine in stock at a lower price. If he is buying them for $700, tell him you 
you can get them for him for $500. Explain that 50 percent of your business is repeat 
business. "My established customers are my bread and butter,” is the phrase I use 
over and over. You want the “mooch” to understand that his machines are going to 
make good money and you would like to become part of his expansion program: "If 
you work with me, I will make sure that all of your locations are profitable.” 

The last thing you tell the mooch is, “I will be sending you a contract. Please sign 
and return it along with a cashier's check for half of the locating fee.” The other half 
will be collected when the job is finished. 

When doing smaller jobs for other biz-oppers, do not kickback 10 percent. The 
se is true when they are doing a small job for you. The “paying point” is $5,000 and 
above. 
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Post Script 
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This book contains a few of the things I have offered through biz-op marketing. 
There are many others, but describing everything is repetitious. The system is always 
the same. Find a product, revamp your marketing pamphlet, run newspaper ads, get 
mooch’s money, buy product and locate. If you follow these steps and have no qualms 
about screwing people, you should find the biz-op racket to your liking. GOOD LUCK. 
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Biz-Op Locating Companies 


This list was put together on April 10, 1993. Some of these companies stay in 
business for quite some time; others only operate for a few months. I know most of 
these biz-oppers. If they get another 1-800 number, they usually contact me. I suggest 
you make calls to all of them and explain that you will be marketing products and 
might have some locating work for them. (Even if you are going to do it yourself, it 
pays to touch base with these people.) Let them know you will be available to help if 
they need locating in your area. Bullshit them. Don't tell them you're a novice. You 
can make a lot of money off doing other biz-oppers' locating jobs. DON'T TELL THEM 
YOU FOUND THEIR NAME IN A BOOK. Remember you're dealing with a pack of 
wolves. 

When you talk to the different locating companies, tell them you are looking for 
used vending machines. Some of the companies will have re-buy vends. Just make 
sure they will send them C.O.D. If not, you had better drive down and check them 
out. 


North American Vending Corp. World Wide 


3400 NE 12th Ave, Suite 179 
Oakland Park, FL 3334 
Business phone 305-568-9420 
RobertD. Sparks, President 
Vitamin Vending 


Prime Time Locating 

28870 U.S. Hwy. 1 North, Suite 300 
Clearwater, FL 34621 

813-726-4167 

Dave Evans 


22941 Triton Way, Suite 241 
Laguna Hills, CA 92654 
1-800-444-4172 

Business phone 714-588-0874 
Ron Johnson, Ken Marshall 


American Locators, Inc. 
2814 Spring Rd., Suite 116 
Atlanta, GA 30339 
1-800-843-5580 

Jim Whitter 
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JandL 

303 Third St. N.E. 

Arab, AL 35016 
1-800-325-7887 

Business phone 205-586-7887 
Laura and John Higgins 


Excell 

612 Bain Dr. 

Huntsville, AL 35803 
1-800-688-9100 

Business phone 205-880-9052 


Ed 


The above biz-oppers have been around for a year. The biz-oppers on the following 
list have had their 1-800 numbers for about six months. 


Universal Vendor 

1610 South La Cienega Blvd Suite 205 
Los Angeles, CA 90035 

1-800-877-7987 


Phoenix Locating 
2310 State Rd. #5411 
Lutez, FL 33549 
1-800-487-1006 

Phil Daily 


Challenger Marketing 
2235 N. Courtenay 
Parkway, FL 32953 
1-800-749-9177 

Stan Hodges 


U.S.A. Locating 

2503 Canyon Ridge Ct. 
Arlington, TX 76006-4001 
1-800-572-1223 

Dale Hittion 


Quality Vending 

1905 Sherman St., Suite 300 

Denver, CO 80203 

1-800-568-2134 

Jay Levine, owner 
Jay sells all his vending machines with 
the location fee included in the Price. 


US. Marketing 
1-800-638-1342 
Marty 


Redskin Locating Service 
Missouri 

314-965-6173 

S. Crissman 


Four Star Professional Locating 
Dallas, TX 

1-800-677-5577 

Sherie 


Gemini Marketing 
Huntsville, AL 
1-800-873-6094 

Business phone 205-882-2881 
Jim Christensen 


Rosenthal Locating 
Las Vegas, NV 
1-800-821-6029 
Rosenthal 


Coin Tex 
Kentucky 
615-943-4702 
Danny Woodward 


United Locations 

6659 Peachtree Industrial Blvd. 
Suite F 

Atlanta, GA 30092 

1-800-416-9688 

Steve Moneyham, owner 


ity Locations 
Que Winebach, Suite 250 
Evansville, IN 47711 
1-800-879-9239 
Gordon 


All American Locating 
707 N. Main, Suite B 
Evansville, IN 47711 
1-800-477-8087 


Clif Rednour 
Clif is the brother of Ted Rednour. Ted owns 


North American Locating. 


Paramount Promotions 
1-800-964-8737 


Jimco and Associates 

7737 Fair Oaks Blvd Suite 480 
Carmichael, CA 95608-1792 
916-944-2359 

Jim McVicar 


Merit Industries 
2525 State Road 
Bensalem, PA 19020 
1-800-523-2760 
Video Poker 


Telecomm Inc. 
Plaza 322 Route 46 
West Parsippany, NJ 07054 
1-800-232-9824 
Pay faxes 


National Tech Services 
3345 W. Hospital Ave. 
Atlanta, GA 30341 
1-800-638-1342 

Jack 


Morgan-Ashley 
Denver, CO 
1-800-234-3346 
Joe Degeudul 


Dave Slaughter 
1-800-376-6474 


USA Locating 
Dallas, TX 
1-800-572-1223 
Maurice Billion 


Drew's Distribution Inc. 


PO Box 632 
Fairforest, SC 29336 
803-574-0163 

Crane machines. 
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Greyhound's Skill Cranes 


Rt 37 & Germania Rd 
PO Box 1697 
Toms River, NJ 08754 
1-800-222-0491 

Crane machines 


Vending Machine Manufacturers 
Prices current as of April 20, 1993 


Edina Technical Products 
1925 Annapolis Ln. 
Plymouth, MN 55441 
612-557-8000 
Edina has the standard mechanical ve 


high x 30" wide x 19” deep, weight 90 Ibs. You can 6 


nd. They manufacture the counter tops 22” 
et 50 of these for $270 each or a 


ity” d Scams 
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we . high as 
. s upon the mooch. I've sold C.T.s as hig 
ee ee 
Edine also carries the upright vends (floor models). These ven i ae ShinteR tone 
wide x 21" deep, weight 140 lbs. The upright send . cast $600 each, 100 
stacked on each other and put into a metal box. Fifty of these ot ai ncae 
units $500 each. Retail $2,000-$2,500 each or whatever the mar Ate brace ot sep 
Edina also stocks microwave snack machines 55” high x Pee shipned 
weight 157 Ibs. The microwave uses 110-120-15 amp; ULL. rere eae cach 
separately. Fifty units, $700 each: 100 units, $600 each. Retail $2,500-$3, 2 


Mechanical Countertop Vending Machine available from 
Edina Technical Products, 


American Futuro Corp. 
P.O. Box 606 
369 Garden Ct. 
Grove City, OH 43123 
614-875-9207 
American Futuro carries the combination postag 


@ stamp, sticke inti 
vends. These are your most common stamp-type of ma fe ker, laminating 


chines. Kids like them because 
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: their favorite cartoon char 
tickers of 

have S 


. will laminate pictures or I.D.s 
: a mes 12", depth 8", weight 35 lbs. 
Height is re vende for $199 each. Retail $599. | 


. hines. 
urchas hase 50 machi 
to pure 
need 


acters, rock stars Or sports her, 
and dispense stamps and envelo 
If you become a distributor, you 
n order to become a distributor, 


Oe8. 
pes. 
can 
you 


LeBron Mfg. 

LeBron Bldg. 

1492 S. 1 6th St. 

Co ae : e-type of vending machine 55” high x 

"Br the hot soup, microwave- 

4 LeBron Wir APLC, 175 Ibs. It pops popcorn, spits out hot us, rt 

98° wide x Ae and hn a selection of chips and candy. Cost for 5 ‘nits, 
fast rolls 

ay $2,500. (See picture.) 


: fachine 
; Vending 
I, Microwave Mig. 
Floor eae from LeBron fe 
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Vend-Rite Manufacturing Company 
1750 W. North Ave. 
Chicago, IL 60622 
-772-6700 ; ; 
aes Te manufactures compact candy and cigarette vending eae 
slickest machine is the Ferrara Pan Candy Store. It is 5" deep, 24 ae : _ e: 
weight 26 Ibs. It holds 25-cent boxes of the candy kids love most — ots, mon 
Drops, etc. It will either mount on a wall or has a pedestal. Your cost, $350. It retaila 
for $750. : re 
Vend-Rite's cigarette, candy machine is 18" wide x 11 deep x 24%" high: weight 
95 lbs. These units also sell for $350, but they retail for $795. 


Seaga Corporation 
401 W. Arch 
Shannon, IL 61078 
815-864-2600 

Seaga carries three basic vending machines. One is the Super Vend 2000, a dual- 
headed bulk candy dispenser. It sits on a pedestal. Its height is 46", depth 8", width 
13”; weight 24 Ibs. Your cost on 20 of these units is $89 each. Retail $250. Seaga also 
handles the C.T.s. They are the same basic size as Edina's C.T.s. Your cost on 20 to 50 
vends is $250 each. Over 50, they drop to $200 each. They will retail for as high as 
$800. Seaga's floor model vends are the same size as Edina’s. Your cost, $450 each for 
10. Retail, up to $2,100. Seaga is an easy company to work with. 


Other American Vending Companies 


Vendo Shipman Mfg. 
7209 N. Ingran Ave. 13265 Lorena St. 
Fresno, CA 93650 Los Angeles, CA 90023 
209-431-1770 213-261-6151 

Candy vends. Soda, candy vends. 
Auto Photo Systems Robo Vend 
2722 Walnut Ave. 4694 E. 10th Ct. 
Tustin, CA 92680 Hialeah, FL 33013 
714-731-3121 305-688-4994 

Photo and self-serve business cards. Popcorn vends. 
Eagle Vending Machines Leskro V. 
1640 Powers Ferry, Bidg. 21 911 Scie 
Atlanta, GA 30067 Aurora, IL 60506 
404-590-0986 708-896-8555 

Candy, soda. 


Snack, candy. 


iable Engineering 

eer Eackwood Ave. 

Chicago, IL 60651 

313-735-5113 
Sanitary napkins, condoms, 
ball-point pens, postage stamps. 


Fawn Engineering 
P.O. Box 1333 
Des Moines, LA 50305 
515-274-3641 

Candy, soda. 


Gross-Given 

715 W. Plato Blvd. 
St. Paul, MN 55107 
612-224-4391 


Candy, cigarettes, Pastry, snack, coffee. 


Ford Gum and Machine Company 
Hoad and Newton Ave. 

Akron, NY 14001 

716-542-4561 


Snack vending and ball gum machines. 


Postage Stamp Machine Company 
2008-12 Utica Ave. 

Brooklyn, NY 11234 

718-241-8500 


Target Manufacturing Ltd. 
Suite 201 17919 Roan Place 


Cloverdale, BC Canada V3S 5K1 
604-576-1399 


°Pcorn vend. 
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North Western Corp. 
Morris, IL 60450 
815-942-1309 
itamin capsules, ball gum. 


Victor Vending 

900 Parker Ave. 

Dassel, MN 55325 

612-275-212) 
Vitamin capsules, candy, bulk 
gum. 


Roe International 
75 N. Bellview Rad. 
Whippany, NJ 07981 
201-887-0400 

Coffee, cigarettes, soda. 


Cavalier Corp. 
1105 E. 10th 
Chattanooga, TN 37403 
615-267-6671 
Vending machines, can soda. 


National Vending Systems Inc. 
1440 Kennedy Causeway, 
Suite 1424 
North Bay Village, FL 33141 
1-800-736-8363 
Candy vending. 


North American Vending 
Denver, CO 
Jerry Golden 


As you can See, there is a large selection of vending companies to choose from. I 
7ceest that you either write or call the companies and request pictures and priest 
ell them you're a business opportunity marketer and you're going to be ” ve 
weether an ad campaign for C.T. vends and you want the best deal: you oe n ge : 
a Plain that you just finished “offing” 200 seed displays and you are looking 
‘Opeeet. Don’ ink you're an amateur. — es 
. “Ne of the feubeas s ae etesciheunt vends is you cannot a es ee 
Like aj] new items, it takes awhile for the price to drop. The Ferrara Pa 
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that Vend-Rite has is a nice unit, but you will not be able to triple your price. It's 


i mpany that has a large stock of C.T.s. 
geri ree a the buy” method, you need to know the price if ens 
before you start quoting prices to the mooch. Remember, you eat ae ae i 
wholesale price of the vend. If you're paying $200 for a new vend, you sell it for $600. 
If it's a $100 used vend, you still sell it for $600. Obviously, it's more profitable to 

vending machines. ; 
ee a hepaable bet the vending machine rep that you got a better price from 
another vending machine company. He just might come back with a lower price. 
Always ask if they have used machines in stock. Sometimes they will. It’s your job to 
look out for yourself. PROFIT IS THE NAME OF THE GAME. 


Box Manufacturers 


The following is a list of places where charity honor boxes can be purchased. If the 
companies are not local, they can put you in touch with one that is. This is also the 
list sent out in the "Assemble Your Own Charity Honor Box” project. 


United States Box Corp. General Box Company 
1294 McCarter Hwy Dept. 50 

Newark, NJ 07104 710 Haines Ave. 
201-481-3000 Waycross, GA 

or 718-387-1510 912-283-5716 

Mac Chicago Corporation House of Cardboard 
2445 S. Rockwell, Dept. 17 3524 W. Potomac 
Chicago, IL 60608 Chicago, IL 60651 
1-800-992-6225, Ext. 17 312-342-3600, Ext. 26 
Stock Boxes Corrulite 

P.O. Box 14015 P.O. Box 2307 

Dayton, OH 45413-0015 Clewiston, FL 33440 
513-898-1700 407-996-2089 

Capitol Containers : 
123-A N. Des Plains St. Fees nae 
Chicago, IL 60606 Los Angeles, CA 
312-454-1515 213-586-7121 eo, 


Packing Company of California 


> ; Crocket Contaj 
6400 E. Washington Bivd. ainers 
P.O. Box 91-119] 9211 Norwalk Blvd. 


Los Angeles, CA 90040 Santa Fe Springs, CA 90670 
213-722-4330 310-692-9455 


rnational Packing 
IN. Cascade, Dept. T 
Colorado Springs, CO 80907 
1-800-821-1633 


:va Containers 
pots W. Osborn Rd. 
602-258-8383 


A.1. Halper Corrugated Box Co. 
900 6th Ave. S.E. 

Minneapolis, MN 55414 
1-800-959-0989 


E-Z Pack 

6545 Wiehe Rd. 
Cincinnati, OH 45237 
1-800-895-1351 


Westvaco Container Company 
P.O. Box 29411-05 

New Charleston, SC 29411 
1-800-745-3066 


Accurate Corrugated Boxes 
7350 Stiles Dr. 

El Paso, TX 79915-2552 
915-778-7350 


Inland Container Corp. 
Corporate Headquarters 
4030 Vincennes Rd. 


Indianapolis, IN 46268-0937 
317-879-4299 


Sales Offices: 
Newark, CA 415-790-7440 


Stamford, CT (New York) 203-324-9277 


pricago, IL 312-562-6100 

ndianapolis, IN 317-879-4430 
t. Louis, MO 612-445-4201 
allas, TX 214-380-5511 
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Brookfield Box Co. 
3269 Ettie St. 
Oakland, CA 94608 
510-653-0522 


Mason Box Company 

521 Mt. Hope St. 

North Attlboro, ME 02761-6129 
1-800-225-2708 


Argos Box Company 
P.O. Box 14015 
Dayton, OH 45413-0015. 
513-898-1700 


Mefo 

Walnut and Center St. 
North Wales, PA 19454 
215-699-8755 


International! Containers 
6400 Poplar Ave. 
Memphis, TN 38119 
1-800-223-1266 


Jim Dandy Boxes 
1505 Royal Parkway 
Euless, TX 76040 
817-540-1444 


Apple Corrugated Packing 
4433 Bronze Way 

Dallas, TX 75236-2005 
214-331-9000 
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ted Box Plants: 
ge saith, AR 501-785-4211 Buena Park,CA 7 ae a 
El Centro, CA 619-353-9906 Los Angeles, CA a oto 
Newark, CA 415-797-2020 Ontario, CA 213-724- 


Santa Fe Springs, CA 213-692-9465 Tracy, CA 209-836-1971 
Wheat Ridge, CO 303-422-7700 Orlando, FL 407-855-2121 


A 912-788-4500 Rome, GA 404-232-1525 
oe 312-562-6100 Crawfordsville, IN 317-362-4010 
Evansville, IN 812-429-0389 Indianapolis, IN 317-634-4441 
Garden City, KS 316-276-6349 Kansas City, KS 913-321-1414 
Louisville, KY 502-459-8800 Minden, LA 318-371-1414 
Minneapolis, MN 612-445-4201 Hattiesburg, MS 601-544-7400 
St. Louis, MO 314-225-4900 Edison, NJ 201-548-3400 
Spotswood, NJ 201-251-2000 Middletown,OH 513-425-0830 
Biglerville, PA 717-677-8121 Erie, PA 814-455-9031 
Hazleton, PA 717-384-3251 Vega Alta, PR 809-721-3434 
Lexington, SC 803-359-5101 Rock Hill, SC 803-366-4103 
Elizabethton, TN 615-542-2112 Knoxville, TN 615-525-5703 
Dallas, TX 214-416-2691 Edinburg, TX 512-383-4939 
Richmond, VA 804-231-1137 


Plastic Companies 


These are plastic companies that carry material for the Jackpots. If they are not 
local, they will be able to direct you to someone in your area. This is also the list that 
is sent out in the voice mail "Assemble Your Own Honor Boxes and Jackpots” project. 


New Age Industries Ono Industries 

2300-21 Maryland Rd. P.O. Box 150 

Willow Grove, PA 19090-1799 Ono, PA 17077 

215-657-3151 717-863-6919 

Universal Plastic Resd i 

4200 Jackson St. PO. oe 

ppt Greenville, DE 19807-3952 
800-395-8706 1-800-437-1062 

IMPLEX Tulox 


1685 S. Mt. Prospect Rd. 
Des Plains, IL 60018 
708-827-7049 


Dept. 6, Miller Ave. 
Marion, IN 46952 
317-664-5155 

Free catalog. 


tro Plastic 
fs) South Ave. 


Garland, 
908-789-1200 


; Lights Plastics 
to Research Way 
Corner Ave. Industrial Park 
pell City, AL 35125 
1 800-394-1395 


Freelan-Wade 

1730 Miller Ave. 

P.O. Box 1007 
McMinville, OR 97128 
503-434-5561 


World Plastics 

150 W. Commercial Ave. 
Moonachice, NJ 07073 
201-933- 2915 


Reham, Inc. 

1800 Sierra Madre Circle, Dept. A 
Placentia, CA 92670 

714-666-0062 


Professional Plastics 
740 Monroe Way 
Placentia, CA 92670 
714-579-0755 


Professional Plastics 
4829 S. 36th St., #8 
Phoenix, AZ 85040 
602-437.4555 
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Term Plastics 
1268 Valley Rd. 
Shirling, NJ 07980 
908-561-3000 


Organ Plastics 

P.O. Box 299 
Hubbard, OR 97032 
503-981-1934 


Sinclair & Rush 

3545 Scarlet Oak Blvd. 
St. Louis, MO 
1-800-949-1141 


Busada Louisa Industrial 
Air Park 

Louisa, VA 23092 
707-967-2882 


American Industrial Plastics 
724 Fentress Blvd. 

Daytona Beach, FL 32114 
904-274-5335 


Professional Plastics 
55 Bonaventura Dr. 
San Jose, CA 95134 
408-433-1700 


Pyramid Plastics 
220 W. 5th St. 
Hope, AR 71801 
501-777-5759 
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Automotive Products 


These companies can all be approached using a variation of the formatted letter in 


Chapter 16. 


Waxes and Cleaners 
Auto Wax Company 
1300 Round Table Dr. 
Dallas, TX 75247 
214-631-4000 


Detergents, cleaners, polishes and waxes. 


Hi-Luster 
3512 Fowler St. 
Los Angeles, CA 90063 
213-269-3858 
Waxes, polishes. 


Mouthers Polishes 

5456 Industrial Dr. 
Huntington Beach, CA 92649 
714-891-3364 


S and S Car Care 
5340 Mayfair Rd. 
North Canton, OH 44720 
216-494-9535 
Wax, polishes. 


Additives for Oil and Gas 
Automotive Accessories 

241 41st St. 

Brooklyn, NY 11322 
718-499-3838 


Guardsman Products 
411 N. Darling, Dept. SD 
Freemont, MI 49412 
1-800-766-8872 


Imagineering Enterprise 
1320 W. Sample 

South Bend, IN 46619 
1-800-723-4856 


BKB Automotive Cosmetics 
13400 Saticoy St. 
North Hollywood, CA 91605 
213-873-2065 

Waxes, polishes. 


High Luster 

2945 Runus Rd. 

Haywood, CA 94544 

510-785-0196 
Waxes, polishes. 


Oscars 
1691 California St. 
Corona, CA 91719 
1-800-959-1318 
Waxes, soap, detergent 
cleaners. 


Bell Additives 

1340 Bennett Dr. 
Longwood, FL 32750 
407-831-5021 


Champion Lubricants 
605 Laguna Dr. 
Richardson, TX 75080 
1-800-880-3350 


Kreen Motor Tonic 
1079 R. Thompson Ln. 
Nashville, TN 37211 
615-833-4866 


jcating Specialist 
mete Paramount Blvd. 
Pico Rivera, CA 90660 


910-928-3311 


Lubrication Company of America 
4212 E. Pacific Way 

Los Angeles, CA 90023 
913-264-1091 


Lubrication Engineers 
3951 Airport Freeway 
Ft. Worth, TX 
§17-834-6321 


QMI 

960 Craftsman Blvd. #6B 
Lakeland, FL 33803 
1-800-255-8138 
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Lubri-Loy Co. 
6319 Wilson Ave. 
St. Louis, MO 63139 
314-654-6277 


Lubricant Supply Compan 
75 Wisner Ave. aad 
Middleton, NY 10940 
914-343-4173 


Octane Boost Corp. 
222 Town E. Blvd. 
Mesquite, TX 75149 
214-289-0631 


Toy Companies 


These companies can all be approached using a variation of the formatted letter. 


(See Chapter 16.) 


Creativity For Kids 
1802 Central Ave. 
Cleveland, OH 44115-2325 
1-800-642-2288 

Toys that teach. 


Chu’s Magic International 
*103-11860 Hammersmith Way 


Richmond, B.C., V745GI, Canada 
604-272-2700 


Magic tricks and games. 


BRIO 
ie W. Mill Ra. 
ilwaukee, WI 53218 
“800.558.6863 
Coden toys. 


Harmony Toys 

570 Taxter Rd. 

Elmsford, NY 10523 

1-800-722-3263 
Cooperative play games. 


Intex Recreation 
P.O. Box 1440 
4130 Sante Fe Ave. 
Long Beach, CA 90801-1440 
213-549-5400 
Die-cast toys and viny! 
inflatables. 


Steven Manufacturing 


224 B. 4th St. 
Hermann, MO 65041 


314-486-5494 
Bedtime toys. 
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Gayla 
6401 Antoine St. 
P.O. Box 920800 
Houston, TX 77292-0800 
1-800-231-7508 
Kites, plastic and nylon. 


Giggles Toy Co. 
44854 Heydenreich Rd. 
Mt. Clemens, MI 48044 
313-468-4569 
Toys that glow in the dark. 


Trophy Music Company 
3800 Kelly Ave. 
Cleveland, OH 
1-800-321-0556 
Novelty instruments for children. 


The Collectors Club 
2707 McCone Ave. 
Hayward, CA 84545 
510-887-7168 
Stuffed animals. 


Hope Industries 
380 Smith St. 
Farmingdale, NY 11735 
516-777-8690 

Walt Disney products. 


American-Made Country Critters 
217 Neosho 
Burlington, KS 66839 
316-364-8623 

Plush, stuffed animals. 


"Business Opportunity” Frauds and Scams 


Anatomical Chart Co. 
$221 Kiball Ave. 
Skokie, IL 60076 
1-800-621-7500 
Novelties, jewelry, puzzles. 


Dgi-Buki 

635 N.E. 4th Ave 

Miami, FL 33138 

305-751-3667 
Educational toys. 


J. Kan 
942 S. Long Beach Ave. 
Los Angeles, CA 90021 
213-623-7503 

Stuffed toys. 


Poof Toy Products 
4505 Helm St. 
Plymouth, Ml 48170 
313-454-9552. 

Assorted foam balls. 


Bullyland, Inc. 
36 W. 25th St. 
NewYork, NY 10010 
212-633-9575 
Assorted Betty Boop toys. 


Toy Factory 
1-800-257-1744 
Assortment of toys. 


D & K Enterprises 
218 Landing Court 
Lee's Summit, MO 64064 
816-478-1700 
Children's books. 


Cosmetics Companies 


The following is a list 9 


formatted letter to. (See Chapter 16.) 


f cosmetics co 


eee 
panies that you can send a variation of the 


Arizona Natural 
9525 E. Beardsley 
Phoenix, AZ 85024 
602-569-6900 


KS.A. Joba 

19023 Parthenia St. 
Northridge, CA 91324 
818-701-1534 


Jolen Cream 

25 Walls Dr. 
Fairfield, CT 06430 
203-259-8779 


Key West Cosmetic Factory 
P.O. Box 1079 

Key West, FL 33041-1079 
305-294-5592 


Cosmyl 

16115 N.W. 52nd Ave. 
Miami, FL 33014 
305-682-1112 


N.D.G. Cosmetics 

7601 Treasure Dr., Suite 1614 
North Bay Village, FL 33141 
305-861-8088 


Erickson Cosmetics 
1920 Clybour Ave. 
Chicago, IL 60614 
312-327-3800 


Lanova Cosmetics 

9326 Anthony Ave. 
Chicago, IL 60617 

312-375-5858 


Ansell Benjamin 
1555 Industrial Blvd. 
St. Louis, MO 63132 
314-429.4300 
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Gabriel Cosmetics 

126 S. Ave. 18 

Los Angeles, CA 90031 
213-221-2430 


Jafra Cosmetics 

2451 Townsgate Rd. 
Westlake Village, CA 91361 
805-496-1911 


Cascade International 

2424 N. Federal Hwy., Suite 318 
Boca Raton, FL 33431 
407-338-8278. 


Lady Godiva 

7211 N.W. 35th St. 
Miami, FL 33147-5833 
305-696-6155 


Miss Marion Cosmetics 
1929 N.W. 20th St. 
Miami, FL 33135-1641 
305-325-0327 


Creative Cosmetics 
417 Richard Rd. 
Rockledge, FL 32995 
407-636-0717 


Carson Products 
P.O. Box 22309 
Savanna, GA 31403 
912-651-3400 


Mineral Cosmetics 
2824 Twelve Mile Rd. 
Berkley, MI 48072 
313-542-7733 


Noyes P.J. 


Box 381 
Lancaster, NH 03584 


603-788-4952 
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Paramount Cosmetics 
135 38th St. 

Union City, NJ 07087 
201-865-8126 


Dermac 
Salem, OR 
503-399-8181 


Papelera Puetonigra 
P.O. Box 40 

Utnado, PR 00641 
809-894-2098 


Beauticontrol 

3311 Boyington 
Carrollton, TX 75006 
214-458-0601 


Textures 

379 South West 13th Ave 
Pompano Beach, FL 33069 
305-946-0440 


Gallent Greetings 
2654 Medill Ave. 
Chicago, IL 60647 
312-489-2000 


Sunshine Art Studio 
45 Warwick St. 
Springfield, MA 01101 
431-781-5500 


Thompson, Arthur and Company 
4700 F. St. 

Omaha, NE 68117 

402-731-041) 


American Beauty Products 
1623 E. Apache St. 

Tulsa, OK 74106-4006 
918-428-2577 


Harmer 
399 E. Baltimore Ave. 
Landsdowne, PA 19050-2503 


215-623-4462 


Beauty Creations 
1400 Regan 
Memphis, TN 38101 
901-774-9023 


Panet Corp. 

5700 W. Douglas Ave. 
Milwaukee, WI 53218 
414-462-0980 


Card Companies 


Masterpiece Studio 
5400 W. 35th St. 
Cicero, IL 60650 
707-656-4000 


Hallmark Cards 
P.O. Box 419580 


Kansas City, MO 64 141-6580 
816-274-511] 


American Greeting Cards 
100500 American Rd. 
Cleveland, OH 44144 
216-252-7300 
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d Bur, I 
amount Car Boyne, Inc. 
eh pine St. 2030 E. Bybery Rd. 
p.0. Box 6465 Philadelphia, PA 


pawtucket, RI 


Check your Yellow Pages for local greeting card companies. Te 
-<tributing toys to loca] stores and you want to add a chea 
vortflic For out of state card companies, use the formatted le 


ll them you are 
P line of cards to your 
tter in Chapter 16, 


Seed Companies 
Petoseed Co., Inc. N.K. Lawn and Garden Co. 
1905 Lirio St. 7500 Olson Memorial Hwy. 
Saticoy, CA 93004 Golden Valley, MN 55459 
805-647-1188 612-543-7236 
Crossman Seed Corp. Burpee Seeds 
West Commercial and Crossman Terrace 300 Park Ave. 
P.O. Box 110 Warminster, PA 18974 
East Rochester, NY 14445 215-674-4900 


16-586-1928 
; International Specialty Supply 


Gurney Seed & Nursery 820 E. 20th 
110 Capitel Cookeville, TN 
Yankton, SD 57078 

605-665-4451 


Use a variation of the formatted letter in Chapter 16 when spprenchis v Se 
companies. The best time to run seed distributorship ads is during the winter. It gi 
the mooch a financial reason to look forward to spring. 


ly 6K 
BIG MONEY IN EXOTIC SEEDS. Limited distributorship. Only 
required. Call - 


Overseas Markets 


j variety of 
The following is a list of overseas markets. oe will have a 
merchandise. Write and ask what items they are closing out. 


mare, Belgium, Netherlands, rad ae Service, Ltd. 

re and Spain 3-9-5 Kotobuki 

1 4360 des Longs-Buts Taito-Ku, Tokyo, Japan 
Trouville, France Phone (81) 3-3842-6001 


°ne (33) 31 88 61 16 


a ee ity’ Frauds and Scams 
BIZ-OP: How to Get Rich with "Business Opportunity’ 
a Korea 
Hong Kone World Marketing, Inc. 
Sico Trading Company, Ltd. Dongbo Bldg. 
Hees oe 10th FI. gio Nobyue DERE 
awison. Hone Kong Kangnam-Ku, Seoul, 
Phone (33) 852 376 1671 135-010 Korea 
Phone (82) 25 11 49 44 
Taiwan 
Trade Winds 
P.O. Box 7-179 
No. 7, Lane 75 
Yung Kang St. 
Taipei, Taiwan 
Phone (88) 62 396-4022 
U.S. Government Auctions 
General Services Administration 
Regional Disposal Divisions 
Region 1 


Connecticut, New York, New Jersey, Massachusetts, Rhode Island, New Hampshire, 
Vermont and Maine. 

John W. McCormack 

Post Office and Courthouse 

Boston, MA 02109 

617-223-2651 


Region 4 

Delaware, Maryland, Virginia, West Virgini i i 
elaware, » Vir , ginia, Pennsylvania, North Carolina, 

oe rape ita Tennessee, Alabama, Georgia, Florida, Kentucky 
ational Capi ‘ea, Puerto Rico and the Virgi ; : 

2 a rs e Virgin Islands. 

Atlanta, GA 30303 

404-221-5133 


Region § 

Indiana, Illinois, Michi 
230 Dearborn St. 
Chicago, IL 60604 
312-353-6064 


gan, Wisconsin, Ohio and Minnesota. 


Region 7 
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i i, lowa, Nebraska, Ark 2 
Kansas, Missourl , ansas, Louisiana, New i 
, Mexico, Oklahoma 
, and 


Texas. 
819 Taylor St. 
Fort Worth, TX 76102 


Region 9 
California, Nevada, Arizona, 


of the Pacific Islands. 


525 Market St. 
San Francisco, CA 94105 


Region 10 


H 7 : 
awaii, Guam, American Samoa and the trust territory 


Alaska, Colorado, Idaho, Montana, North Dakota, Oregon, South Dakota, Utah 


Washington and Wyoming. 
GSA Center 

Auburn, WA 98002 
206-931-7548. 


Any of these offices can either give i 
you the time and place of govern i 
or give you the number of a person who has that information. pee 


Defense Reutilization And Marketing 
Regional Sales Offices 


Defense Reutilization and Marketing 
Region Columbus 

P.O. Box 500 

Blacklick, OH 43003-0500 
614-238-2114 


sity Reutilization and Marketing 
gton Ogden 
P.O, Box 53 
otfense Depot 
eden, UT 84407 
5 
801.399.7957 


Defi cat 
ense Reutilization and Marketing 
B ®10n Hawaii 
Ox 21] 


nal City, HI 
, HI 96782- 
Boa ass 2! 96782-0211 


Defense Reutilization and Region 
Marketing 

Region Memphis 

P.O. Box 14716 

Memphis, TN 38114-0716 

901-775-6417 


Defense Reutilization and 
Marketing 

Region Europe 

A.P.O. NY 09633 

06121-82-3505 


Defense Reutilization and Region 
Marketing 
Region Australia 
FPO San Franc 

2920 
099-49-3214 


isco, CA 96680- 
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National Sales Office D.O.D. 

Bidders Control Office 

P.O. Box 1370 

Battle Creek, MI 49016-1370 

616-962-6511, Ext. 6736 


Glossary Of Biz-Op Slang 


Back-up locations — extra locations for mooches' vending machines or displays. 

Bagged a mooch — just screwed a customer. ; 

Biz-opper — a person who runs business opportunity scam ads in a newspaper. 

Biz-op tax shelter — an illegal tax operation. 

Bon-bon eater — a housewife who is ripped off through work-at-home scams. 

Cash and stash — cash checks: don't deposit them. 

C.T. — counter top vending machines or displays. 

Continuous runner — a newspaper ad that is successful. 

Fly ‘n' buy — when a biz-opper pays to fly a mooch to his company warehouse. 

Give away — something you give a store owner to entice him to take your product. 

Grabber — newspaper ad that makes false promises. 

Greed factor — your product must appeal to the mooch’s greed. 

Guaranteed locations — locations that are guaranteed to make money or the 
displays will be moved. 

Guaranteed sale — a store does not pay for a product until it is sold. 

Header — sign that goes on top of display. 

Hidden money — cash that is stashed for tax reasons. 

Hit and run money — money that is taken from a mooch through questionable 
means. As soon as you get it you disappear. 

Hook — you have a mooch on line and are reeling him and his money in. 

Independent Location Agreement — form that location signs to accept placement 
of vending machine or display. 

LRA — Location Request Agreement. A form that is sent to the mooch. He signs it 
requesting locating work. 

certs list — form that the mooch signs. It lists all the locations that his displays 

eer = rae who finds locations for vending machines and displays. 

Loose 4 nonbinding location placement form. 

Money reach — first phase of the biz-op scam. 

Mooch — person being screwed. 

Mooch bait — samples of product i : 

Mooch fleecing — taking the as ae pamphlet that ie sent to the mooch. 

Mooch hit list — a list of suckers you have screwed. 


References 


Mooch points — things that help you sell the mooch. et 


sfooch real estate — an ee to place displays at. 
Mooch report — singers tel" biz-opper how mooch is responding to the bait 
FR.— National Awareness Foundation. A charity that locators use : 

FB. __ National Federation of the Blind. A charity that locators tie 

offing _— getting rid of. : 

paying point — you pay another biz-opper 10% of anything over $5000. 

Placement Agreement — form that location signs accepting vending machine or 

isplay. 

ae vende — to buy back vending machines you have sold a mooch. 

Relocate — to find a replacement location for an unprofitable location. 

Gell before you buy — a method biz-oppers use to get the mooch’s money before 
they have the product. 

Singer — a person who lies to the mooch about the product the biz-opper is selling. 

Singer set-up — getting the mooch primed and ready to talk to the biz-opper's 
singer. 

Spinners — a display that sits on the floor and can be rotated. It holds the mooch's 
merchandise. 

Starter kit — a kit sent to a bon-bon eater. The starter kit supposedly contains all 
the product she needs to start her own home assembly factory. 

Tag — a flaw in the mooch's contract that allows the biz-opper to break the contract. 

Tour — to take a mooch to his locations. 

Underground money — illegal tax-free money. 

Upright vend — large floor model vending machine. 

Work-at-home programs — an assembly oriented program that is sold to the 
housewife. Supposedly she is to get rich assembling products at home. 


12. 


13. 
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Appendix: 

Business Opportunity Contracts, 
Charity Forms, 

Locating Agreements, Etc. 


ee ek ek ee ee 


Forms are in numerical order. 

Charity Contract for the National Awareness Foundation (N.A.F.). To be filled 
out and sent in by the mooch. (pages 135-136) 

National Awareness Foundation Locating Agreement. An agreement location 
signs when accepting vending machines. (page 137) 

Charity Contract for the National Federation of the Blind (N.F.B.). To be filled 
out and sent in by the mooch. (pages 138-139) 

National Federation of the Blind Locating Agreement. An agreement location 
signs when accepting vending machines. (page 140) 

Charity Contract for the American Association of Lost Children, Inc. To be filled 
out and sent in by the mooch. (page 141) 

American Association of Lost Children, Inc. Locating Agreement. An agreement 
location signs when accepting vending machines. (page 142) 

Contract for Search Reports. To be filled out and sent in by the mooch. (pages 
143-144) 

Consignment Agreement for Search Reports Toy Displays. (page 145) 

Distributor Purchase Agreement. Sales contract for merchandise you are unload- 
ing. (pages 146-147) 


. Purchaser Contract. Sales contract for merchandise you are unloading. (page 


148) 


. Buyer's Inventory Purchase Order. Sales contract for merchandise you are un- 


loading. (pages 149-150) 

Wholesale Purchase Order. Sales contract for merchandise you are unloading. 
(page 151) 

Letter of Acknowledgment. If you ever end up in a court battle, this document 
can save your ass. The mooch is to initial each square. If you are dealing with a 


hit and run product, such as Rain Forest, it always pays to cover your buns. (page 
152) 
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14. 


15. 


16. 


17. 


18. 


“Business Opportunity” Frauds and Scams 


Location Agreement Contract (for vending machines). Contract the mooch signs 


that guarantees his locations. (page 153) 
Limited Warranty Agreement (for displays and equipment). Contract the mooch 


signs that guarantees his locations. (pages 154-155) ; 
Assigned Location Company Agreement (generic for all equipment). Contract the 


mooch signs that guarantees his locations. (page 156) 
Independent Location Agreement. Agreement that location signs when accepting 


displays. (page 157) 
Placement Agreement. Agreement that location signs when accepting displays. 


(page 158) 


. Location Agreement. Agreement that location signs when accepting displays. 


(page 159) 


. Telephone Agreement. Agreement that location signs for pay phone. (page 160) 
. Verification of Pay Phone Revenue. Statement that shows how much money the 


pay phone is generating. Always pick these up. Even though the phones are very 
seldom installed, it helps to get the locating money out of the mooch. (page 161) 


. Location List. Form that you use to list all of the mooch’s locations. (page 162) 
. Location Understanding. Form that basically states that the locator will not be 


back to relocate. This is a tag form. If you get the mooch to sign it, his 90-day 
warranty form isn't worth beans. (page 163) 
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AGEL! ARETE ARE 

VENOOR'S AGREEMENT 
Tre AGREEMENT made. ayes = Dy red bertreen hm NATIONAL AWARENESS FOUNDATION (here- 
aha relerred Wo as HAS"), Sat 600, 605 Pernsytverce Avenue, Washangton. OC 20004, (202) 737-4847. ans 

Crerenafer relered © as VENDOR) 
Aaaess a. 
Telephone Huenbers 
Huerta of Locators Type of Eqaprern 
Daw of 151 Bing Serves Mewege Sm 
Veruing Company Agena Seprevrimre 
WITESSETH: 


WHEREAS, NAS 6 « corporation incxrporeied ni Deiserere in 12088 02 8 for prodd end having obtesiand IRS $01 (¢){3) tax exernpton Merch 20. 1990 Forn Pep (RES, 
Broolyn Orice. New Yorn The a1 exempt renter ig 52-1493409 The vesitr: of hm work of NAF and us ruciererhed MUGS NOT ORUGS proyect «© aur he 
converseaon for ending ihe derarsd ior drugs tor school-age children. 7 through 12. by early ecucabon NAF provuips @ mchoplogy tor ferrakes to create after. 
OhCe RalenG CORVETLAIOSS AERFOTLS the Ipchaplagy ip Orgareaions who are conureied ip alcohol snd our drug abuts prevention. and conducts torvrs tor 
bebe earareness MUAF parteapelee 05 @ variety of forums ars international conterences While ihe propnct is nal ergeted tomerds choos. MAF provaces the wch- 
Rology 10 eorermenty actor groves who work wn youth and tn partaular, prntdes Gye work direct © ferrahes. 

WHEREAS he VENDOR 9 engaged 7 hs oF har un bumrese of operation and ceint.aon of Vercing Equprnent 


NOW THEREFORE 0 contdereion of te musall prorees and corenerts 61 forth heren. and each sterding to be legaty-bound hereby. NAF and VENDOR 
ages as tolows 


1 The VENDOR aprees to display tre MAF service mesaage On each puoce of ds Eqapenent VENDOR wll vee ts tent efforts to obtien cyrererceel lacasons 
ard eLcuce 4 placer of Equpmen beaneg he sarmice meninges Notherg 0 ites Agresmend shed be cons ued to create @ farineriiyp or pa vendre 
OF eniar enterpene tetereen VENDOR arsd HAF 


2) NAF grano VENOOR he ph im use fhe name and logo of NAF in the form proveied by NAF. tp place on he Equpmrers of te VENDOR NAF wil provide 
he VENDOR wo 2 Lone of Aon leton (LOA) serrae mossage ebchers wih fhe NAF logo end, make eventatie a price bet of sample materia. d requetied 
Ol citer promotonal matenal approved by Ihe Fourniamon For more igrmadon wran NAF Procpssang Center, Sante 210, 7 Groat Vattey Porierey, Melson, 
Perntytrene 19355 of NAF Processing Cena, Soutpestomn, Perneytraras 18390-0585 

2) VENOOR may repretent to owners and operation of conmerna space andor govrernreni wsiaietons NAF hes euPonied he VENDOR © enrull oerars 
ard comets © partopsls mi lenltelng dépley of he serace mesteye. ord re VENDOR unl make money inancent rerretances to NAF 1 accorderce: 
=r Ps Agrenent 

4 VENOOR wf ony ute euttonied RAF promotonal metered or lereture VENDOR wil hotd AF harmless agaensl any Chien oF kebabty nchuchrg experts 
argng kom the wannoru ed ute of HAF ¢ name or lkereture, oF any otter unEnonled Ute oF representaional nigrmaton procedure O promotonal een 
0 be marketing efor 

3 Each ¢ monn pernd [180 days) VENOOR wil provwie NAF aun a bel of ofl Iecanore of he equipment placed NAF wif provele of no expres replacement 
stchers font or damaged oF oiherante rendered enpractcal lor use by wneng i NAF Procesury and mateng 8 request 

The VEKOOA ndernrhes end hokde MAF harmiess irom ary ered al Carne ard kebhtes should they ante out of actty by #0 VENOOR n hrtererce of 

Be Agreement from any acts oF orm ition of as gents oF enploress oF trom the cperEBOn or insiadaton of ts equpment The VENOOR also dernreies 

and holds NAF Rarmiens ages! af asm oF bability anaing from the prada or tereces d tells VENOOR agrees tp otters any niurarce neces tery fo hall 

877 Condition oF wr of fet Agreement fd neceseary 

VEN DOO ogres to rere NAF @ monty ten of (or wae of tre sickens arad VENOOR has fhe cpton of remaing ofeame then the agresd-vpon bap 


Unies ofe-ate agreed 8 tun equal to $2 00 per locaton pt Ural <b due begsreng 60 days trom the rit of the monh ldligwnig aaivery of the Eqapment 
© He VENDOR ter placenent NAF wil provide ream exkirested envelopes to the Pronesing Conte ven approval of tus Agrenmnent 


Lhe erent NAF dawns ackon 9 reqpared bor taskure ol Pm VENDOR wm gevtorm on a ere! bass under the wma of fen Agrenrent NAF olecl iD rotty 
Oach Wve! localon of 46 nienton tD wrahdres @s partopeson end the MUGS NOT ORUGS tenes message ed : 


1. Charity Contract for the National Awareness Foundation (NA.F.). (Page 1) 
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Agora matatrg be veruing Equprani ard bm VENDOR, foes ee VENDOR 
froma ond agremd to by MAF ering VENOOR egress io te resporedite tes 


© VERDC ecaquenages MAS © cmt 0 part of any Agremand byemenn ho 
drecmsary, rchading eons, ngel omnis, bontary, ior any end oll spect: 


purctanre Cqusrnert prutcaasd o ory REFEEENS Ofer Pan Pome 
cxegtarce wat ary lederes ciate, oF local regulatory regerUnnn or boring. 
fas cperaten where Lin enrty marcia Me 

10 Tren Agremners chad extend tar 0 ten (3) puny arm perpmmable, unions oF m Pe ever raice m6 given 80 devs precanting tre ond od Pe term HOGA agrens 
fd wo aam marr ore you Of GFETREN wih ay way ergurizetene * be kel of sicehol or other dug abuse proventon are) ecucatoral projects / 

ft ry bee neice 9 green te @rereion ed menerat graded by Ge Foundation shal be reamed af cree by fre VENDOR 1 NAF 

Eater gary may rowan fea Agreed ter canes by gry nance of Ereneice b he Ofer Np eopeseiyaphtininds yf mrpenpnalip riteeea 

pated The wreachoy fe Agreement pial Pave sly Gays © rectly any breach ard) 6 Hel event. L eathad od 

Tae rete ovens uceereae, ter nee wired recwicamen VENDOR agers Wrenn tee NAF LOWar of Auda? BRON (LCA), remem HAF carvce mes. 

Sage bCREN, and rou ary ord af ober MAF prenemcres madres 

12 SPLCAAL PROMOTIONAL PROJECTS Oy crumarg pubic guurenans Prous Pe Seciey of Pe HUGS NOT DRUGS serace nes tage. nquries ore coeeind 

to pekere Ove ehcetere end peverecn prose NAY weve pour partopsion or nqures tor groducryg prose bor comreted orpardesons 

PELcirg come uny ehcetored and Ente art ie ienkes Spec compensation by te Fareiaton lor kndreung projects ere avedabie on 6 case 

ana Wren NAF ier snore eviarmenon 

Pe curs oy faragraeh © pari ferent of ten Agreement confich, ei De lew under whuth fos Agresmerd +s i be conunand of, deny parEgrEph oF par 

Perec! be hatd megs by & Cort Of pCR Gach paragraph oF pari Perec! shall be delet from Os Agrapment end tre Agrees shal be consis 

© Oe NA efter! © Ro eumararny OO ErEDhS © ours toret 

{4 The sgreerart Crue Pe snore Sgnerert henson Pe partes No charge or mocticnion of he Agresrurd thal be vatd unless he sone be mi eneng 
ord egred by & Fo paren Pere The Agremnent ered ret be erences stured, of Quisded e1cepl by 6 Memcrarden in whteg Lgred by toh partes 
WAS ane VE NOOR aquee cuarprenmncn. eniorennent ond rercion of Pat Agrasrens thal be goverrend by te Laws of Fe Stew of Pernaytverne ered ol 
gem teh ray ore eet fen Agrees shat be eatied no erven ni he State of Pervurhers 

16 Ths Agente eked cure fp Oe bared of ard bn tewting 90" Pe pertne ond Paw respective hers, persorel epreientsives, aches Peirs. mwcmbisors, 
PS aan, ‘Tom partene eqprarg Ox Agremmant or behal of thew resencine onthe have re aAPorey ib produce brides Agremments 


MATIONAL AWARE HESS FOUNDATION 


Cc é 
arity Contract for the National Awareness Foundation (NA FP.) (Page 2) 
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SIE 


—_—— “nat'y ocucaran manes ine aterence’ 


AL § Mang 
Drecre 


LOCATING AGREEMENT FOR VENDING OUTREACH 


Thank you for agrecing to participate in the Vending Program of the HUGS NOT DRUGS 
project of the Natonal Awareness Foundation, by allowing the placement of a vending 
machine on your premises which bears our service message. The monthly service fees 
we receive from the operators of these machines (regardless of any Product sales) is 
making a significant improvement in the programs we are able to provide. Those who 
read our service message which appears on cach machine put us in contact with many 
who may need our services for drug education and prevention projects. Should you 
decide at any time you no longer desire to participate in our Vending Program, simply call 
the person who placed the machine and it will be cheerfully removed 


Your signature below simply indicates your willingness to parucipate in our Vending 
Outreach Program and implies no lability or continuing obligation on your part. 


BUSINESS NAME: 


ADDRESS: zIP: 


TELEPHONE NUMBERS: (__) Ss (__) 


APPROVED BY: _ (Signed) 
NAME OF LOCATOR (PRINT): ___—_—CdDATE: ____ 
OPERATOR APPROVAL: 


TELEPHONE (LOCAL): 


THANK YOU! 


OC 20004 
NAF Communications 601 Pennsylvania Ave . Washington 


; : nt, 
2. National Awareness Foundation Locating Agreeme 
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8. 


NATIONAL FEDERATION OF THE BLIND 


CONTRACT 


coneact s made Ois____ — beterres the Natone! Fedevaian of the Bland, 1800 Johnion 
oleh Sigs made, Se oy A, aaa cae Goede Led of her Dnt of Cokembua, hereinases redered 


Ge EEE 1 IEEE. 
SSS ee = ee 


Grereinaher relerred t as the “VINDOR*). 

— eee es ee 
Mae Ce ee re 
WHEALAS, eq) in be durcon and Coonan of reseamh into the nature of blindness methods 
a Ses nang tom Seno on NS cl pep cg nd pena of information and 
amaras, ar) works to promote endtpendemtc aed wamueic the capitals of Lind propic. 
NOW THE REFORI, in coraadertaon of the matus! proms ane) CoMenaetS $01 loath bere, the recent and tullrcuency of whech are hereby 
atnosledged. be parvn agree aed peomnc in folio G rere 
iW INCOR apres t paruc the Wording Ovarcach jam od the NES by chiplaying the outreach Sefete message oF N 
aoe cen cman Te NEM ene Uae a ae ea ae etanee te such ae ears mesa othe NEE 
imaallabons, nina in Ge placernend of veralng machines bawing the ovimach and vervete mewige of dee NEB 

2, Tee AEB barony warns premesiers to ter VENDOR te wor th cane ol hogy uf the NIG on verabent oxmtnars placed by the VINDOK Tx 
pwd the VINOGR wah merotrong Contiening the nome send 
or NINOOR agrees to place tha eieratyeng maser on strat 4 nudhanes on 3 manner syprucd Uy the MIO Ths abenutren panera! 
wi ore Gre name ard adders of Bre NPB and wll dus readicns that bor esnergencars oF aswntance meodang biewncns Uscy muoy connec tne NIB 
» A hg RIB han napeestad Be EON ese re an oT Commerc ipace anf ovement wuillsnons tha 

2 The NIB tab suateaited tet VINDOM Wo partaurte in ab Vering Ouutach Program by playing the kere meswge of ihe PB on iu 


eater 
b ae Oaettented tre VINDOR to urge the crven anal apctao > of coramennsl euublabvnent and goremment unisblabont bo prtipate 
befor wa) Cer ee muvan of tee NEB by peomaing Bre VINDOR to ple ss woreda machuncs teasing Phe outreach ard rence mentees 
on a Premc 
Tae VULOOR will bepandions of paoceens trom the cuactuncy) mak= lied agreed upon monthly lanes! bons NA 
for Om opportiunaty to partacipase in thes wsceath program haa ee etn reteen 


4 The NEB wll prownie tt VINDOM with Licraver aba: the VINDOR has torn authored to pari: i ols Vending Outioac 1 Progsam 

adlired heron cote new tcnucateniee wy wtuch Ras fol been ipecceea aed 

FNC ee VINOOM wll noid dat NIB armies aga any clam ¢. akalsty amnang boo ureuthonied use of ats name os fiterure The 
snl prone a bil of the locators of wenndang mactenes to thee S18 Thes but wll be umlaicd on a quaterly bau. 

Se eA Te. whens tm pio wrmben (oraen! of the VINOOR, authorise of perme any other $9 plage machanes vendin 4 4 sumular 

och tee VENGOR placed machuncs 


OF erece wathen thane tones oF other Commer ul 
oye fren ‘Sreetpaenes OF go renee! weetallations in ve! has slrmady 


7 The VINDOR heceby Comnana lo ily to the NIB 4 conustwenon of 


a Tare eee ALLE porte tor Clanang Yalalte Locations for ee pla 
omere of mai 
NEB The VINOOR sholl abo be reaponuddc fur Her pleetee mandenane, aed operation of Mactan nf ihe scerice messsge of the 


Nae Cee ies Shall ia all cates pve thuse 
whom macPunes Be ed ae Ge ACRE ERR Peat Ferrie CONTA al a aig Je te 


7 the feve (3) peas teem of es Contr, 1 at old 
coke bla aa tha wl Bae Leh blr hoe er te VENDOR Pe raat ml sot mark wekth any ochet onganveation 


Charity Contract for the National Federation of the Blind (N.F.B.). (Page 1) 


Appendix 


grcerment f) 
Thus 28 annaton shall be elective ninety (90) days afier wecment for cause 


” le il was nuiled, Ti . Dy greang rouce of 

ohare ped treach [rom the date that notice of termination +5 mailed. If the eactung pied Lasley Uns contac shat termenaien to the 
‘and the notice of lerminstiun thall be vued If thes agreement 6 termaroied for co doen the VE aah, thes cuner 7 

a ipauion in the progam 3nd to remove anu return all stickers bearing the seence message of the NEAr re yee Em tet Of eho ation 

ia pate het mactunes from all commercial eptadiinbavenis and goverrunent installations sn which Uf hare oN OOe barter agrees amy 

wo mabe no anrempt to place machines in thote tocatwuns for a penal of one year from the die tren placed as a pan of mpi as 
ntact still be automatically renewed unless one party gives 1 ot é eal: 

sone 80) dey peiot 10 the expiration of the term. - 6 10 the other in writing, of 1 antention to Lerman the » 

muted OF required lo be given hereunder to sey party shall be 
ea fay rencerpl tequested. Uniess 2 party notilies the oiler that it addicys hay changed, Sina seer ee Demons OF we be cent 


all notices thal be send to the 
stove All checks thoukl be made pzyable 10 ure Nulansl federation of the Blind, Dariers af thew: auldiesses 
eS. Evergreen Sireet, Mesa, AZ 65203. All roxtiem correspondence ane chects should be anat 


1b This agreement coniiiuies the enuire contract betewen the partes. 1h waking has not Leen induced Uy. and ihe 
reprereniauons of willing nol incorporated herein and made a part hercol, This cont: ( 03 do Ral rely Yann ay 
calrtorendom in weniung signed by both partes. aC} hall nck be amended sheree or emegbe 


14. Ths agecemend shall inure to the benefit of and be binding woe the parties and thew regrets hot, penona! 
‘and assigns. The parties signing this Conteact on Lelull of ther. respective entit made ploestbesty piabche chs 
te the auhonty to make binding contracts on Lehall of the respective nite. ey hee tallond ba Pat they 


1h The panies agree that the interpretation, enforcement, anu consteuction of this agrcemena shall 
wen Tsp wanch arse under thit agreement shall be settled in < foruni in the Sute of 


IN WITNESS WHEREOF, the panies hereto lave set their hands the diy and year fint above wnsien. 


pall be for a term of five (51 years. tuner pon May lermunste thus a; 


be goveined by the Laws of the Stace of Maryland 
Maryland. 


NATIONAL FEDERATION OF THE BLIND VENDOR 
td oy. 


Bond AME Eo, Fagen mang wee Oueaateye CD 


PUASE SEND THIS COMPLETED CONTRACT TO: 
Federation of the @lind Machines punchaved (ety nr 


Navona) 
1743 © Cvorgraen St, Mesa, AZ 8520) 
Please KEEP 8 copy for your records. 


Machine manulactuny of pt |§ ——_——$ 


F Blind 
Charity Contract for the National Federation of the 
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ee ced. ey “ainteuBig pazuoyiny 
oo saul (ae oye ee 

er nae ee 'ssauppy 
ae 


‘ued INO uo uone6iqo Guinunuos so Ayyiqey ou Sayjdun pue 
we6o1q Y2R@INO Suipus, sno ul B1edId1Wed Oo} ssauGuiim snok Saesipui Aidwis MOj9q aunjeuGis INO, 


“wes6o1g yaeesING Bulpua, ino ui alediaed o} asap 4aBuoy ou nod IY) awn Aue ye apisap nok Pinoys 
‘S8dIANaS INO Paau 


INSW33aHDV NOILISINDOV NOLLW9O1 
UN 24) Jo uoNesapay jeuone 
HOVAALNO PUllg ay) 3 HeIIpay jeuoney 


AMERICAN 
ASSOCIATION 
ror Lost 


CHILDREN, INC. 


eat ee ee 
P.O. Bon 41154 

Houston, TX 77241 
713-466-1852 

FAX 713-937-6196 
1-800-375-5683 

Amerces Assotabon For 


Lest Camiren, Wc . Whe Carty that 
A ONG FETED PrmEnG Chr, 


BOARD OF CARECTOAS 
Mark Miter 

Founder Prevdent 
ithe Kramer 

Vice PreudentDwector 
Pam Kaeer 

Enron Of & Gas Corp 
Bobby Bates 

Gannen Ouidoor/Texas 
Fernando Ruata 
Pastor 

Donna Aucher 

Meme: of lound chaden 
mn Tenneson 

Jackie Gatewood 
lot of found chadren 
m Tones 

Pam Ot10n 

ATC Longa stance 


ADVIEOAY BOARD 
Oon Goates 

Special Agent 

US Noval investgatons 
Chorpus Chines, Yomas 
Wichard & Linde Famer 
Furare neg Coordnetors 
Quy Tutwter 

Former Chet of Pouce 
Levace, Atkansas 
Mats Meholes 
Morrer ot toured chai 
1 Germany 

Ghirtey Bhintey 

SOF ford chat 

> Texas 


age é 
Charity Contract for the American Association of Los 


Vendor Name: 


Address: 


—_——— 
City & State: 
Zip Code SS ee 
Phone: Day( Wve. 

: —_____ 


@ of Displays 
It is Agreed: 


1. In return for Vending displays advertising 
AMERICAN ASSOCIATIO| CAALC) 
the vendor agrees to make fixed monthly payments to 
AALC (regardless of proceeds from the displays). 


2. The vendor agrees to pay AALC a contribution of 
one fifty (1.50) per display on location per 
month. (ex:12 displays = 19.00 month) 


3. Upon AALC's receipt of signed contract and lst 
monthly payment, labels for displays will be 


issued. Regular payments will then begin 60 days 
after date of contract. **MAKE CHECKS PAYABLE TO 
AALC#** 


4. Contract is valid from date on contract for as 
long as vendor advertises AALC. AALC needs a@ 
Written notice of sale of vending displays or 
termination of contract. 


5. The vendor hereby indemnities and holds AALC 
harmless from any and aj! claims and liabilities. 


6. If the vendor breaches this contract the vendor 


will have 60 days to rectify the breach. pleeee 

keep in touch, AALC wants to work with you. If no 

rectified further action wil) be taken. 

7. Vendor Signature: _ 
AALC Signature: _ SE ee 
Date 

‘ene 


, CK 
S*®PLEASE SPECIFY ON CHECK - biota CHE 
“WHERE DID YOU HEAR ABOUT A.A.L oe 
in tho world. Hi anyone lores . 
00 ROL Oe Oe ee reer is notin tin 1 Jotun 2.16 
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American Association For Lost Children, Inc. 


The Crerly Thal Pinas & Reasne teeing Cruiser 


Morn Midis 
Founder President 


LOCATING AGREEMENT FOR VENDING OUTREACH 


Thank you for agreeing to parucipale in the Vending Program of the American Associa- 
don For Lost Children, Inc. by allowing the placement of a vending machine on your 
premises which bears our service message. The monthly service [ces we receive fromthe 
operators of these machines (regardiess of any product sales) is making a significant 
improvement in the programs we are able to provide. Those who read our service 
message which appears on cach machine put us in contact with many who may need our 
services. Should you decide at any ume you no longer desire to parucipate in our Vending 
Program, simply call the person who placed the machine and it will be cheerfully 
removed. 


Your mgnature below amply indicates your willingness to parucipate in our Vending 
Outreach Program and unplies no babilty or conunuing obligation on your part. 


BUSINESS NAME: 


ADDEESS: ZIP: 


TELEPHONE NUMBERS: (___) 


So () 


APPROVED BY: (Signed) 


NAME OF LOCATOR (PRINT): DATE: 


OPERATOR APPROVAL: 
eee 


TELEPHONE (LOCAL): 
a  *  *, 


THANK YOU! 
Amarcan Assocation tot Lost Chadeen. inc» PO Bos 411 $4 + Howston. Tease 77241» 1-000-376-5683, 


6. American Association of Lost Children, Inc. Locating Agreement 
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AGREEMENT 


asos ee day ol $990, by and between Search Reporis, In.» boty corporate excorporates 


Jeriey nareanser tefecred to as “Search”) and ‘ae tae boars of One Susny 


ce 8 phe 0 reenter rolerre to on the “Yomaer | 
WrnEAS, be Vendor cb engagedin 1 opecaton and Guinbuien of con operated vending machen, sad ' 
WHEREAS, Search cs engoged in the endeavor Of helping to locate messing indenduals and has recerred an Interna! Revenue Sernce Ux exemgeca ‘eam 
Bi Ki of the Iecernal Reverwe Code — 
 THIREFORE, n consaderaton of the mutual prometes and covenants £41 lorth here, One rec eapt and Laftr tery of wach aro hereby actneatedged 
WO es agen and promease 83 foBOWs. - 


Veador vedl ute as bes! efforts lo obtem from Mores, shoppang Cenders, and other commercial locations, donation of space 
. pa eterasl Vending Corporation on locaton wath the Se3ich loge sdc0 ond place Mactan perchaned 


1. Scorch bereby grants parmcsiz0n Lo Une Vendor louse Ure name end logo of Search on vending mactunes placed by Whe Veader Search wi prowse ie 
Vendor with ideattying matena! sata die for placement on vending machanes conacwng the nae of Search The Verdes agrees to lace ts emniyeng 
mgengl co vendang machines in a manner approved by Search Thet entdying maternal wil grre the nacre and address of Search well sente Phat upace bas, 
bees donated to Search for the placement of the vending machanes, and will inosm readers thal lor asstende unrobney Search tury aney call or wte Search, 

0, ideretying materialen the form of s¢M-adhesrre Search logo and massage bLchers prowaded for Veron ute are and shad cqengan Bae property of Search, 

1 The parees agree Ciel he Vendor may represent to overs and operators of commerces) sp9¢e al 

@ Search has authored the Vendos to soe Gonatans to Search of commercial space for the placemmers of vending muachanes, and 
bh The Vergor wall pay Search 2 feed, agreed upon monthly conindutson towards the work ol Ledung the asarg 


© Search wel pronde the Vendor with imerature Sleting Unat the Vandor has been suthonied 10 soled the donation of commercial 1p2ce for placement of 
weeding machenes by Search The Vendor vn nol use the name of Search of eer atuse of Search mt arry weay wath Ras col been specdec aiy sutkerced by 
Sure The Vendor weil hold Search hasméess against erry claen of habubty ariang (som the unauthonzed ute of a3 anne or Kero Tha Vendor wail prowde 
‘slatal te locatons of vendang machanes to Search This st vill be Usdated on 3 Quarterly bens 

1 Starch shat not, wahout the prior consent of the Vendor, authorue of timed any other persons to sobed for ts beneld. 1pace fer the ptac omneed cf tomar 
Aachnes vending comoarabie products wathen Whose locavons an witech the Vendor has already placed macooes besnng tha ape of Search prowde Bal 
Search thal have been prenoubly nottred of the placement of the machanes 


& The Vendor hereby mdemnaties and holds Search hacmiess ftom any and ali clans and hatelty wtach may arg ou o! dey axoveen of Be Yoodsr A 
Libecnce of tes Agreement, ftom any acls of omsssons of AS agers oF eenployte', of Hom the cperabon of as reading euchres The Vendor sac aterm 
Mes Seed opearst arry claem of kabikty arvting liom the products oF sernces m £685, 


* Ha hereby covenants to pay to Search a fea of Two Dollars and Fay Cents ($2.90) per muctare par month wich payesent to be sansa mosetay & 


* Devons vpcees that te number and type of mactunes shown below shaube tha Bat lr Uns agretme ay and te Vener 7 ed >* 
ry Cteuactenes using the name and logo of Search, i 40 desired, under Che came terms a6 7, above 
Prshgeton peers eaten acy ans toh Vendor sace donated a tare paceman of eng maces me IP RNS 
sponse on 
Botan for obtamng donations of space to Search The Vendor shat aio be cesgai loro plac oman mRERRSIRLA. 
Machones 
‘s coace of termnunen to the cour Mey 
Nema ge Sal be fox a term offre (51 years Exner party may vermanate ths Agreement Coosa OF PD iceracle 
tema ve efecovervaty [0] diye afer Ine cate vas unded in pny racing agen arb BNO Ah ae 
Mera nines of leemnaton n maded ifthe breachung party recofes the bceach, Dus Agreement snus renee 


L 
7. Contract for Search Reports. (Page 1) 


BIZ-OP: How to Get Rich with "Business Opportunity" Frauds and Scams 


144 


12 tyre oat ba ancy rene tet 0 pry peek rce G oer cing a acamen tmnt Be Agree met Sy 


oem aera din are 
i.e err wen of pe Agrvomenn 0 r tovomes vod. vdeo vetercoubl lor vy reason wAaniceves an at proven orate provid el We 
Guanes vered tron Oa rent oe Agreemenl O° Of provers Pergo! shod roman hel force ond EHEC 


SA Any sence porminad & retered to be pron harecoe’ 1) ony pary NAL DU A ery Bnd Unad be cebvartd parnondly cr Lent by contin’ sud, eRAT rect 
Lommel Unies © party manta Ore ether thet £5 e6dreta ho changed. a Metcen INO) be tox tp the adereasas of Ore partes bs bat forth i Ces Agree. 


WS Ths Agreement conmtnatns ee exare Agreement betanen Be 5 te8 ey cnatang has mal DoOA KOS by, BAS The FOOSE 40 UL POdy UDA Bery OF 
represen & erkng nat carpereind heres: ont made 0 po Nereot Thee Agrvemert sAal not be emended, oRered, oF quale’ except by 6 amor en 


om 0 wren pyeat by bee pes 
1 Tas Agremnent wt amar bana oan be bg op De bran a Ra rupee PS FAY 
— 
1 Tes heromnen has Sone suse o hecareets Sew Noy et The partes 9700 thal Bre lew of the State of New Jeriey Whol spply to as mntarpretation 
OA WAITRESS WHEREOS, tay pares beret hove sat Ber hends ht Gy Onc yee! Ertl above wr EP 


COeLOALD iets, OCemnRSI MON. RX CELSOT 


ATTEsT: SEARCH REPORTS. INC. 
by. 

Type of Machunes Purchased 

fuanter Mactunes Purchased a VENDOR: 


By. 


Geaveb Reperts, tc. » 345 Boutevers » Hastrouck Hengrus © New Jerssy 07604 * Tel: (201) 286-4445 
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LOCATION CONSIGNMENT AGREEMENT 


(Print AN Information) 


DATE a a 
NAME OF LOCATION: 


PHONE 8 SSS Se 
OWNER/MANAGER SS ee 


The LOCATION OWNER/MANAGER agrees as follows 


1) Tolutnish space for a selt-standing Outreach Toy Display Rack complete wah an assonment 
or stuffed tc}s, Ihal Ihis merchandise is on consignment memo with said location salted 
sold Signed copies will be maintained by both parties 

2) Thal the Outreach Toy Display Drstnbutor is Ihe owner of said merchandise and that ihe Undersigned 
location Owner/Manager agrees to use his or her bes! eltons to sellttys Mmerchandrse for cash at ihe preg 
indicated on each fem 

3) To pay Ihe Outreach Distributor for all nems sold or missing al (he time of mvenlory verdicaton and 
festocking 

4) To rccerve tull payment a commussion equal to ‘% of the gross sales (exclusive of sales tax) 
of items sold from this display rack. 

5) That the Outreach Disteibutor will maintain the Toy Oisplay Rack and regularly visa the iocation indcated 
above in order lo prompily restock Ihe display rack. 

6) To have the nght to requesl removal of Oulreach Toy Display Rack(s) and merchandkse ai any time, with 
feasonable pnor noice, and will nol perm! the removal ol said toy display rack and merchandse by 
anyone othe: than Ihe Outreach Oistnbutor of his agent 

7) That all outstanding consignment memos be paid in full as speciied in dem 3 above. 


Accepied and Approved By. 
(Authonzed Location OwnerAdanager Signature) 
GUTREACH DISTRISUTOR NAME: DATE 
ADDRESS PHONE. (____). 
City STATE 2p. ee 


OUTREACH DISTRIBUTOR: 
(Sepnature) 


No of Toy Display Racks Al This Location 
Type of Unit. TOY DISPLAY RACK 

Name of Charitable Organization: SEARCH REPOATS, INC. 
Store Hours Weekdays. AM to FM 


SAT. AM to PM SUN.___--— 


Displays. 
8. Consignment Agreement for Search Reporte Toy 


BIZ-OP: How to Get Rich with "Business Oppo 


146 


rtunity’ Frauds and Scams 


OISTRIBUTOR PURCHASE AGREEMENT 


OATE 


TEAMS AND CONDITIONS 
‘The buyer or Purchaser heren shes be cerceed e2 the ‘Oitriutor and 
she) herein be dencted 20 the ‘Company’. 


DELIVERS: Cuptays oro supple Csecrbed hh this agreemert shal be Gebvered promptly dy the Company, 
providing thet tu payers has been received by te Company. Shipmert shall be made within 30 days from the 
Cale the Gapinys and supplies are ordered, except Fi cates of freighs Ine and/or leboy sir kes. malerel shocages 
Order DachOgs OF etna contngences Over which the Company erercees AO Control 
FEE Debus nereoy aprest to pay Compaty herpath. 1 cecifed Kinds. the sum of 

COLLARS } 


eee —— 
tepresertng the ertre emourt dus by Detrdator to the Company for the intiel entory shoment of Products 


OurrO.20r egrens 10 pay on raw deposi of §. 


__—$— $e 
O70 he Oemrce due of 8. \WoOn seceptance of Ine Company IN CEATIFIED FUNDS 


FREIGHT Shomer shat be mace FOB oy eiretose OF faclory and fregn cosis 16 10 be pad Dy Ine 
Oerrencor. eto agrens to SCCEE QUOds nedalely Upon arrival 


PRODUCT The Compary shel proce 8 COLO LLOpy Of prosucl which shal be mece evacebee te” 
Buches by Dato & TOWER PTCES when Shel 8 POIs ed Bn CeivEred 10 OaltDulor Irom Ime 10 1h 


DGTABUTORSHE Tre Conor, apports Faroe 6 a non 
di pete 10 L3~e DSS6. wih Marketing Respons Ody 


es ee 


Devexso uncersuanas the Commins has re ewokemert ehitione n tecuing (eal bcm ane 


UMITATIONS The Oeirtxecr © an ryieperoert contractor and nex on agers Company 

employee or of the ang 
Wal ren wae tte Company & name tor the procurement Of creas end shal 1 no way CONGUC! NE DUSNOLS FB 
NITE SMEN May Ore CHRETERLA: to The Good Nene of ine Company 


COMPLETE CONTRACT The pachese agrewtert « COMpEe were « 
cor 
erber capreseore Dromaas o wirartes mace by snore tegwrong a EB lhenproodhplind tani 


400 1 00 excepted 1 that be deemed excused, oinang. nor-cencemble and beets 
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agrees to respect the conlidertialty ang pew; 


MN Tome andior adocess of Distributor for any tale of as 


acy Of Devdas 
2 pled ercorsamert ey SFMEINE wana oe 
NO WAIVER: Fadue by ether pany hereto to enforce a 


iT 
waver of (hat party's MH (0 thereafer entorce each sng Shy Lema bey term under the 


ry 1m and coraten atthe apeen oat POO A 
SuccESSORS ANO ASSIGNS: The rors and remedies 

” successors and assigns of Company. Distributor shal nave ro (FLO assign, ‘een Fa) rare to me 
night, tale and emerest Wh 8nd 10 Bry HBA OF Ihe Agreement or te assign oF ae: east 
tne prot writen consent of Company, whch conser snat Wowie the ov 


Pot be uty 
nee under shall SUrvie any lerMnalon oF expra10N Of ths Agia oy NUE Detroser s coigaers 


4 ATTORNEY'S FEES: In Ine event of any Kgaton concemneg ay) Cape berm 

: retaing 10 this Agreement, Compan, shat bo ¢rtled to recover from Ogutuscr pou IM 28°98 seg ou oto 
costs Incurred theren or in the enforcement or cotection of any judgement : voice, - atloerey § tees arg 
deermned Oatrtor to Nave prevailed hal manors. Funner orca 


wheiher of not Migalion ls Commenced by reasen ihereot 


1$ SEVERABILITY: F any provsion of provers of the Agreement shal be new 0 te © osens : 
of unenforceable, 9 valcty. lagalty and ervorceapity of Ine remaning paieors shai 0 crite meee 
mpared thereby, & beng the rent of af panes thai fo the extern provaons nec oy 


Otherwae erlorceabie cvalg 
may be construed oF Imted by a Cour oF trunat so as to atow for partal enfesceabuty. £30 pro.core shore 


$0 entorced 

16 GOVERNING LAWS ANDO JURISOICTION: Ths Agreement shat be governed as 10 a} manners. MeLang vat, 
construction and performance by the laws of ihe State of aed Ostibuicr hereby suds to ire areceion 
of ihe Courts in and for said State (wih venue to be in shouid Company etper wth respect 


to any Danicular dapule under OF related to Ins Agreemem to have same acudcated ni lircs 
i? NOTICE: Any noice under Ing Agreement srazce gen prepa, cerlfed mar cr prenadteegian « prscran 
Cebvered ai the addressees sei forth above OF such adcsesses a8 elher pay shat heranaher lunen to the othe: 


wing Vine communication @ Maced. Cowery shal be Coemed complete ine earter of (8) three (2) days ater 
the communcatons 6 placed m Ihe Unted States mad or (b) on ihe date actualy recent 


1@ «FRANCHISE LAWS: Each party agrees that the Agreement © nol miended 10, and does nol, cona:euie Ihe 19% 
of a lranchse prohbted by sny state or federal laws. Each pany undersiands the rotus proveec by uch was 
ang each pany spacdicaly wales any and al rgtns olnerwae avatadle to ( uncer Ihose aad 

19 PARAGRAPH HEADINGS: The heagngs o! the several paragraphs of the Agreement are tered somy Ke Ite 


comvenerce c! reference and ate no! a part of and are roi etenced to Govern. lmao ac Aine comsncic® 
ary term oF ptovgon heed! 


SPECIAL INSTRUCTIONS: 
Opa Ne ae 
Cae ee et ee 
aati ed 2 Se 


ee eee 


TEAMS AND 
LHAVE REAO THIS DISTRIBUTOR AGREEMENT THOROUGHLY ANO UNDERSTAND ALL ITS TE 
CONDITIONS AND HEREBY ACKNOWLEDGE RECEIPT OF COPY OF SAME. 


a 
SIONATURE OF DISTAIBUTOR_____ PHONE( 


INOEPENDENT REPRESENTATNE____— 
& | 

—_—_—_— 
APPROVED AND ACCEPTED IN igs me 


ThE 
pee 


e 2) 
9. Distributor Purchase Agreement. (eee 
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CONTRACT 
ARTES PURCHASE AGREEMENT HEREINAFTER REFERRED TO AS “AGREEMENT. 
+ ie Adultery reement are herein referred to as Company, and 
nbewiptas om herelnafior referred to as 
‘Purchaser’. 
2 TEAMS AND CONDITIONS: 
calls and Purchaser hereby purchases the lolowing described merchandise, subject to Ihe terms and 
pained apc fy atch Purchaser agress to pay a) eales use tares, I appbcable, as a result of the purchase of said 
merchandae fom company. 
QUANTITY DESCRIPTION PRICE TOTAL 


Company guarantece nol to sell to sny purchaser other than Purchaser herein named In the terrliory ee 
ooze: 


for @ pertad of ( ) deve. Purchaser has FIRST RIGHT of refusal for expansion in aald terrfory. 

3. DELIVERY: 

Merchandes described in tha Agreement shat be shpped witha 30 working days of acceplance of this agreement by the 
Company and payment ni fut. Company shall not be babie tov delays thai may be cauied dy acts of God, eirkes, fre, material 
shortage. of lor any reason beyond the contro! of the Company. Deivery wn all cases will be effected wihovt delay by 


0 © understood thal thes is not a franchise oflering not a securty offering, and the Purchaser shall operate as an independent 
corarects The Agreement will be governed by the Lows of the Slate of 


One year warrenty tor detective worumanshp 
@. Purchaser agrees to pay Company Concurrently wilh execution of this Agreemeni « deposit 


ot. tor, mactune( 
es 8). Balance of 

im be pad concurendy wih executon of the Agreement mace payable to : 

Escrow Account. Al checks musi be m the form of a certhed or Casher's Check Monies made payable to Escrow 
exxpurt © be held = escrow at the Bank of lor release after shoment 


9. Company end Purchase: agree thal the Purchase Order contans the @rise understanding of he Agreament between the 


This agreament «2 entered wo n the Siste of end shall be construed and enforced in aceordance with the laws of 


ouch le 
Executed tes Gay of 19_ 
Purchasers Name (Piease Pret} Campenys Agen 
es The fer 
> ee acorns accepted at 
6 ee 
a ee ee SEE SaeS 85 
Address 
By: 
Se 
ae 
Cty SlateZpProne Tae: 
ee eS 


10. Purchaser Contract. 
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BUYER'S INVENTORY PURCHASE ORDER 


Buyer's Name: SS 

Address: 

City: ————— Fr State: —_____2p Code: 
— 

Business Phone i Home Phone#: 


SELLER: 


_—_— 


Po Total Purchase Order fT 


1. SHIPPING 
The Seller agrees to ship the equipment within twenty (20) working days from receipt 
of the Purchase Order accompanied by full payment in the form of a cashier's check. 
certified check, money order or bank transfer. Delivery shall be subject to and 
contingent upon, strikes, labor difficutties, fire, delay or defaults of common carriers, 
tailure or curtailment in Seller's usual sources of supply.governmental decrees oF 
orders, or any other delays beyond the Seller's reasonable control, and the Seller 
shall nol be fiabte for any loss or damage arising therefrom. Buyer may cancel be 
order by written notice delivered to the Seller prior to shipment if the order is not 
Gelivered within forty-tive (45) working days of receipl of the Purchase Order and 
payment. Shipping costs are Purchaser's obligation. 


2. WARRANTY 

The Manufacturer guarantees to replace or at its option to repair any products of s 
Paris thereof which are found to be defective in material or workmanship within 0 
year from date of shipment. The obligation with respect to such products 0 PO 
shall be limited to replacement ot repair F.0.8. manufacturer, and in 
the Seller be liable for consequential or special damages. of for LY cae 
installation, adjustment, or olher expenses which may arise in Os olher 
Products or parts. This warranty is expressly made in leu any hantabilty and 
fee expressed or implied, including the warranties ae 

SS 


D 
11. Buyer's Inventory Purchase Order. (Page 
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elt al is intended by the parties as a final expression of their agreement 
agreement 


Clusive statement of &s terms. Buyer understands and 

and as a complete and ex oe pina ss guaranies, or refunds. Buyer 
agrees fat buyer ge pases upon any verbal of wiitien representation whalsoaver, 
except Pipianiatts set forth in this agreement. Buyer patente meipoet 

Soler or represent tha! 4 
pero esiellc lars nape as ihe earnings of are rendered by 

Buyer, al pics tococs are Gaver ho Conor a hs Seller. No usage of rade 
shells aagiat te asin ae oatok Agreement can only be modified in 
wring, signed by the parties, or their duly authorized agents. 


a: Be eee and agrees that the name and the literature and 
trakemarks are the Property of 


5. SPECIAL PROVISIONS 


in witneas wheroot inxs Agreement has beon execuled by the parties on the date set 
forth ackacent to the signature of each pany. 


| ACKNOWLEDGE THAT! HAVE RECEIVED AND HAVE READ A COPY OF THE 
PROSPECTUS 


BUYER 


SELLER: 
Authonzed Representative of 


i. : 
Buyer's In ventory Purchase Order. (Page 2) 
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WHOLESALE PURCHASE ORDER 


DATE. / 19 


(PURCHASER) NAME: 
ADDRESS 
ary: STATE. ZIP. 
HOME PHONE ( =) BUSINESS:( 
ye 
QUAN. DESCRIPTION | EACH | TOTAL 
Sia hair ae carer ace 
eas ae ea ee a aera = pics en 
a ra = ee eee | 


TOTAL DUE CORP {| $ 


30% AMOUNT REMITTED WITH ORDER | $ , 


70% BALANCE DUE UPON SHIPMENT = $ : 


PLEASE ENTER MY ORDER FOR 


ALL ORDERS INCLUDE: 


ALL FUNDS TO BE CERTIFIED CASHIERS CHECK OR MONEY ORDERI 
SHIPPING A‘: HANDLING CHARGES NOT INCLUDED INSTALLATION OF INVENTORY IS PURCHASERS 
RESPONSIBILITY ORDERS ARE NOT SUBJECT TO CANCELLATION PAYMENTS ARE NON-REFUNDABLE | 
UNDERSTAND THAT THIS IS AN ORDER FOR PRODUCT AND THAT NO GUARANTEES OF MINIMUM SALES 
HAVE BEEN MADE, IN WRITING OR VERBALLY THE EXCLUSIVE JURISDICTION AND VENTIE FOR ALL 
DISPUTES OR ACTIONS ARISING OUT OF THIS TRANSACTION SHALL BE 


ACCEPTED FOR ¢ 
BY PURCHASER Xo 


DATE ACCEPTED 


12. Wholesale Purchase Order. 
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INITIAL 


portunity" Frauds and Scams 


LETTER OF ACKNOWLEDGEMENT 


The undersigned purchaser acknowledges the following: 


1 | have received a copy of the purchase agreement which | have 
executed this day 


2. | have been given an opportunity to read the agreement that | have 
signed. and all other matenals presented to me If | have not fully read any of these 
materials. | have Gone so at my own risk, and not in reliance on any oral 
explanations offered by sales people with whom | have dealt 


3 | understand that the rights and responsibilities of the parties to this 
agreement shall be determined by the wntten document, | am not relying on oral 
representations. conversations. or statements made by any salesperson during 
the course of this transaction 


4 Nopromises of income or revenue has been made to me. | understand 
that the risk of profit or toss on this venture is mine and solely | do not hold the 
company or its salespeople and officers responsible for achieving any level of 
income or prolit 


5. No promises regarding locations or territories have been made to me. 
other than that which 1s sel forth in the watten agreement 


6 |. the undersigned. assume full responsibility for any and ail. city, 
Counly, state. federal, taxes. license fees and regulations 


purchaser witnessed by 


Dated Dated 


13. Letter of Acknowledgment. 
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LOCATION AGREEMENT 


This Location Agreement is made this day of 
and nn, 199 
between — 


Name __ 


ere es 
vecisahal referred to as Vendor. ee 
Inconsideration of the non-refundable fee, as set forth herein, pald by Vendor to is 
agree as follows: parties 


1. will provide Vendor with a location upon which to place Vendor's equipment 
location shall be subject to Vendor's approva,. This shail be the primary ration i ™ 


2 It, after the expiration of sixty (60) days from the date Vendor's machine is placed and operating at the primary 


location, Vendor is dissalsfied with the primary location, shall provide Vendor with 
an altemate location provided thal ‘Vendor has supplied with the following 
documentation: 


(l) Weekly Vending Reports, al the expiration of each week commencing one (1) week after actual 
and operation of Vendor's machine. EQUIPMENT MUST BE INSTALLED WITHIN SEVEN (7} DAYS 
AFTER LOCATION IS SECUREO; 


(i) Records showing weekly servicing of each machine, commencing from the date of operation al the pnmary 
location; 


(ii) Written notification by Vendor expressing dissatisfaction with the primary location. This notification shall be 
sent via Certified Mail, RetunvReceipt Requested and shail be postmarked no later than five (5) days after 
the sixty (60) day period. 


THERE SHALL BE NO RELOCATION IF ANY OF THE ABOVE CONDITIONS ARE NOT FULLY COMPLIED 
WITH. 


3% shall provide Vendor wilh an alternate location if he manager, owner or agent of the 
primary location refuses to allow the installation of the vending machine, INSTALLATION MUST BE 
ATTEMPTED WITHIN SEVEN (7) DAYS OF SECURING THE PRIMARY LOCATION. 


Number of Locations _—_—____—_——— 
Types of Machines 
Location Fee Sent $0 
Amount Que $ 


ALL FEES PAID PURSUANT TO THIS AGREEMENT ARE NON-REFUNDABLE. 


it eement and 
The undersigned represent thal they have read, undersland and agree to the terms of this Age 
further that they have full authonty to enter into this Agreement. 


SIGNED: ______-__-——F nor eaTon 


SIGNED: 
BY: 


; achines). 
14. Location Agreement Contract (for vending ™ 
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LIMITED WARRANTY 


OR ANT LOCATOR WILL REPLACE ORIGINAL LOCATION 
UNDER A CONTRACT WITB AT NO COSTS TO OWNER UNDER 


THE FOLLOWING TERNS AND CONDITIONS. 


1. This Limited Warranty covers only original 
service provided by end documented by 
(a) Confirmation & Acceptance agreement, (b) Placement 
Verification a Acknowledgenent agreenent, (e) 
Placement Agreements. All documents sust be sccepted 
end approved by Owner and a part of their business 
records. 


2. Thie Limited Warranty DOES MOT cover any 
repreeestetions, warranties, sales claims or other 
aseurances made to Owner by any person or company fron 
whom Owner bes purchased equipweent nor any verbel 
promises made by anyone except those coamitsents in 
writing end made @ part of this Limited Warranty and 
the egreemente sentioned in Paragraph 1 of this 
docupest. 


3. The owner of equipment, displays or vendors is 
responsible for delivery, set up and service. 


4. Owner must install equipment in a timely manner 
of fifteen deys (15) from date of acceptance of 
location Placement Agreements. 


6. This Limited Warranty is for a period of ninety 
(90) days from date posted on Placement Verification & 
Acknowledgement agreement. 


6. After compliance to Paragraph 4, service must be 
continuous and ecceptable to the terms of the 
Placemest Agreement until the termination date (80 
daye frome date of acceptance of Placement Verification 
& Acknowledgement agreesent) with proof of service 
provided in the following manner: 

(a) Proef of service must be documented by a 
Gated service receipt signed by the locations 
autborised person. 

(b) Copies of Proof of Service” re 
each original location showing service belae eeetiaes 
every week from date of installation until terminations 
dete of this Limited Werranty and mailed in « timely 


manner to 6 
ef ec, uccess Systems within five daye fron date 


15. Limited Warranty Agreement (for displays and equipment). (Page 1) 


Appendix 


(e) hee the option 
to re 
and receive other supportive documents to verify betes 
of Service if it considers receipts questionable. oof 


1. In the event a businese changes or cancels 

Agreement within the grace period of fifteen de . Waren 
receipt of Placement Agreements and subject to Paragraph ¢ thet 
location shell be replaced under the sase terms and condition 
of thie Limited Warranty. oe 


6. At the option of the Plecement-Locator, in agressent 
with owner, extra locations can be presented and docusented as 
replacements for the events in Paragraph 7, if they occur. 


9. All. claims under thie Limited Warranty shell be made in 
writing to within the ninety (00) day ters and 
only then will replacement locations be completed thirty (30) 
deys following the terminetion date of this agreement and is 
limited to a one time replacement for each Placement Agreenent. 


10. Any terms or conditions of this Limited Warranty that 
are not complied with becomes null and void by defsult. Notice 
of default by either party will be sailed by certified letter to 
the defaulting party. 


11. Any additione or deletions to this document will 
automatically make it null and void. Any disputes arising froa 
performance or lack of it, the Laws of the State of eball 
prevail. 


Botice: Docusent is certified and validated when Over & 
Locator signs below. 


ACCEPTED BY OWNER: 


DATE: ee eee 


P - pment). (Page 2) 
15, Limited Warranty Agreement (for displays and equip 
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ASSIGNED LOCATION COMPANY rr easlgaaeal Bev 

asp Mere 
TTT “ane 
rs as a 
= TTT 
—__doing business eas an independent 

purpose of which is lo secure locations for 


for 
All locations are guaranteed by Locator 


to the extent thal they have agreed 


lo provide at no addilional cost. a vendor replacement location afler 90 days of actual 


operation of a vendor. in any locauon provided by them for any of the following reasons: 


A Revenue [rom the disptays 1s not sullicient to make it @ profitable location for Company. 
This shall be determined afier 90 days of actual operation of a display in any localion 
secured for “A Profitable locauon” shall be defined as any location 
yielding a minimum of 
following records are mace available to Locator 


1. Records showing no Jess than once per week of sal awing each. 
2. Receipts from suppliers showing orders. 
3. Agreed commission paid to location. 


B On the day of installauon of the Gisplays at a location secured by Locator/ 
Company. the manager. and/or owner or person signing the location agreemetst. refuses 
for any reason to allow the display to be installed. 


No other agreement or guarantee has been elven or expressed. Locations have been verified 


by Pu 


This contract completed - on thi. ___ day of 19 . 


«oles per day per Jocalian. This guarantee ls made providing the 


Number of Locauons - Signed: 
Sop ee Se “Jatigned Company Operation 
Type of Display: Signed: 
Ot ep ——_—_——_—_ 
ee 


Special a Ee 
titeabeans ee eS 
FE a aa ee 


16. Assigned Location Company Agreement (generic for all equipment) 
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Independent Location 


Agreement 
AGREEMENT 
LOCATION DATEL 
ADDRESS__.__ PHONE 
CITY. STATE ZIP 


ns 


MACHINE MODEL 


Itis mutually agreed that the Independent Dealer, owner of the above machine, will install ils 
machine at no cost or obligation to the location. 


These machines and contents thereof, are the exclusive property of the Independent Dealer. 


It is also agreed that the machine(s) may be removed at any time at the request of either pany and 
that the machine(s) will be removed by the Independent Dealer only. 


The Independent Dealer is responsible for maintenance. repairs, and insurance for theft and 
vandalism. 


Management of Location agress to provide space for machines. 


SPECIAL INSTRUCTIONS : 


BY : 
Ac ( Authorization Signature) 
Acceptance of location 
} z eres 
ae ee eae Company Representative 


4 t. 
17. Independent Location Agreemen 
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AGREEMENT 


Lemmanors Guuness Adcress 
Locetion an Pree tes 


Cormmesuon to Lcmntor 


Burress Prone Mo 0 ay Per Oe 


AGREEMENT mace ts Gay ot 
by ard between Lcenies engaged 1 he butrwes of nitaling mactecing and torreng Con oper sted pay inephone tysiens. 


Bae ae, 
pain @ .. 


0° 


org erate, referred to a8 the Licensee”, for 
be pared of bre (5) ye. the above cate 

UCEMSEE AGREES sappy he sealed remtes am a 0O4 Sperated lwiephone tytn, (>) sermce the eqapmon 
ord) Lawp tame 9 repay 81158 Onn eIpente Garng the erm of is contract fk] py phone charges enposed by Telephone 
Company wih reipect io tie pay teephone {oc pay he Lent Ite 35'eod COTS 100 on he nel pay phone mcome 16 OfoKs 
CORCRONE, IEE LATA MOF CTE O' MONEY prone inw Charget in contceraton for he taace proveded, Licensee roserves tho, 
Ag Dalal £16 opton amite Gon oper ated tole phone 4 grO4 8 eves Cr cted $500 pee menth Licentoe wil be tololy 
Feaponniale ler remmerrry Pup conn) fron Pho pa, phone 

UCENSOR AGREES TO [2! provide stoquae tasce tor thy pay colep ror iy tion which 3 Cat ly accostdie to tho goreval 
Padac, [>] nol ng tal or poet tho wna talator or vie 0! Denar equ Eenin a1 he abow mentoned loc hon, [c]refan korn enionng 
1 any Cw! contacts @grerne%t relaing 1 Con operated mephony serrce whother writen or impbed ath any oer 
Parton. Company OF corporelon wie Per Lae o late Gry he ter of ht agrepment [cj ial ary eale of wanster of he 
MMOLE & Vansier 6 Re Bites oF prupet, thal be tubpanl tb a sere and cond tont of Pet agreement upon the gw Gwnot 
eermrg Fe otigaions theres! 

THE UCENSOR FURTHER AGREES TO reste to Lemnos. at rghit and pnvieges m comnecton mith pay phone 
manager a Fe atrenertoned assets The as Pordy relegtad 6 Licectes 31th 4 tere woud wnchade but aot be lento 
© compints managemer! 9! [2) Phe temora of iL alen Of eLting phcem eavement, [b) eormelon abou! oF ine charges 
ord offer conn phone but“wih conoutied anh Proce Co HK] ony othe ac 10s © rogard to complete management of al pay 
Phares toceind of he above ictator 

IVES FURTHER AGREED [0] mat P46 e7-eerer: thal be birdies Won and ba! mere to the bono! Of the partes, horeto, 
Drew HCERSIOrS Od Bb g7tt and be tdyect B avimals renews! on he Lane terms and cords 8: tated Noe condemns : 
parade of bee 1S) pews weaett Cancemed by aten noice of @ far party ol east baly (@) days prox te expeaton of Re pensd 
© elie at Be tere of rote. [U! 3 wearer’ conians Pe entre Conyecl betecen the 
be mode in any rescmrc! whaisce rer elt 9 ering 6nd ged by Pe parlon heen, 
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LOCATION LIST 
N Address Phone 
Cay State Oate 


ped thew acceptance of: 
The fofowng ksi of names and addresses are places of business which have sign 


NAME ADORESS ACCEPTEO BY 


I hereby acknowledge receipt of a copy of this list of locations from my toute Of 0.2... cece ceca ce ececee 
Stabe ies PBS AG haee vo Stele Geek ack hmcd end ee tS whh the understanding that no guarantee of profits le made oi 


Address Cry 


(HAVE TOURED THESE LOCATIONS 
INITIALS 
(HAVE NOT TOURED THESE LOCATIONS 


INITIALS 
22. Location List. 
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LOCATION UNDERSTANDING 
— 


I hereby acknowledge receipt of Locations with the 
understanding that no guarantee of sales 1s made or emptied 
by the Locator. I am satinified woth the Locations and 1 am 
aware that, should a Location become unsatisfactory in the 
future, tf 4s my Acsponscbility to change to a location of my 
choosing. The Company and the Locator will not be back Lo ne- 
focate your accounts. The Locator cas: get you started en the 
business and your accounts will vary in sates, TL 2s your 
aecsponsabslity fo upgrade your accounts and to fure tune your 
business fo get the best results from your business. 


T have read the above and will do my part to make this buseness 
@ success. 


Signature Date 
OPERATOR 
ADDRESS 


city STATE. UIP 


PHONE | } 


LOCATOR 


= 


29. Location Understanding. 


YOU WILL ALSO WANT TO READ: 


C= 40057 How To Collect Illegal Debts, by Harold S. Long. \f a deadbeat owes you money for drugs or a 
gambling debt, who ya gonna call? This book shows how to collect illegal debts, and the taclics may surprise you. How 
to find a subject's weaknesses: Making arrangements for payments: Creating an atmosphere of fear: Whal to do when 
all clse fails, And much more. including how to sct up an illegal debt collection business. 1990, 54% x BA, 69 pp, soft 


cover, $8.95. 


(40050 Making Crime Pay, by Harold S. Long. What docs it take to make crime pay? Written by a 
professional criminal, this book is packed with information not available anywhere clse (except, maybe, in jail). It ex- 
plains what makes some criminals successful while others get caught. It also discusses how to deal with police, courts, 
and the criminal justice system to minimize apprehension and conviction, 1988, 54 x 8%, 8! pp, soft cover. $9.95. 


© 40033 The Rip-Off Book: The Complete Guide to Frauds, Con Games, Swindles and Rackets, by 
Victor Santoro. Loam what frauds are, how they work, how lo protect yourself, and how to strike back when you're 
the victim. Classic Cons @ Land Swindles ¢ The Badger Game @ Entrapment Frauds @ Job Offcrs @ Sex @ Mail @ 
Telephone Traps © More than 100 specific frauds exposed. The most complete book ever written on frauds and cons. 
1984, Sy x 8, 200 pp, soft cover. $12.95. 


CO) 49021 Frauds, Rip-Offs & Con Games, by Victor Santoro. A starting and often humorous look at the 
wolves who are after your skin. Some of the fascinating scams covered include: The Dirty While Collar @ Securitics 
Swindles @ The “Terrible Williamsons” @ The Gypsics @ Credit Card Cons & Catches @ Coal-Tailing @ Fraud Salad: 
An Assortment of Con Games. 1988, 5% x 8'4, 188 pp, soft cover. $11.95. 


© 61092 How To Use Mail Drops For Privacy And Profit, by Jack Luger. Mail drops are the number 
one most important technique for insuring your privacy. They are confidential mailing addresses that allow you to 
teceive and send mail anonymously. How to select a mail drop; How to run a mail drop; Dodging creditors; Private 
safe deposit boxes: Sex in the mail; Fake ID; Financial privacy; Electronic mail drops: “Branch” offices, And much 
more. 1988, 5% x 8, 112 pp, illustrated, soft cover. $12.50. 


Please check out our catalog ad on the following page. We carry the best in controversial end unusual books, 
Si a A | 


Loompanics Unlimited BO94 
PO Box 1197 
Port Townsend, WA 98368 
206-385-2230 
Please send me the books | have checked above. | have enclosed $C which 


includes $4.00 shipping and handling for 1 to 3 books, $6.00 for 4 or more. 


Name 


Address 


Clty 
State/Zip 


We now accept Visa and MasterCard. 


"Yes, there are book about the skills of apocalypse —spying, surveillance, fraud, 
wiretapping, smuggling. self-defense, lockpicking, gunmanship, eavesdropping, car 
chasing, civil warfare, surviving jail, and dropping out of sight. Apparently writing books 
is the way mercenaries bring in spare cash between wars. The books are useful, and it’s 
good the information is freely available (and they definitely inspire interesting dreams), 
but their advice should be taken with a salt shaker or two and all your wits. A few of these 
volumes are truly scary. Loompanics is the best of the Libertarian suppliers who carry 
them. Though full of ‘you'll-wish-you'd-read-these-when-it's-too-late’ rhetoric, their 
catalog is genuinely informative.” 


— The Next Whole Earth Catalog 


THE BEST BOOK CATALOG IN THE WORLD!! 


We offer hard-to-find books on the world’s most unusual subjects. Here are a 
few of the topics covered IN-DEPTH in our exciting new catalog: 


@ Hiding/Concealment of physical objects! A complete section of the best books 
ever written on hiding things. 
Fake /O/Alterate Identities! The most comprehensive selection of books on 
this little-known subject ever offered for sale! You have to see it to believe it! 
/nvestigative/Undercover methods and techniques! Professional secrets known 
only to @ few, now revealed fo you to use! Actual police manuals on shadowing 
and surveillance! 
And much, much more, including Locks and Lockpicking, Self-Defense, 
Intelligence increase, Life Extension, Money-Making Opportunities, Human 
Oddities, Exotic Weapons, Sex, Drugs, Anarchism, and more! 


Our book catalog is 280 pages, 8% x 11, packed with over 800 of the most 
controversial and unusual books ever printed! You can order every book listed! 
Penodic supplements keep you posted on the LATEST titles available!!! Our 
Catalog ts $5.00, including shipping and handling. 


Our book catalog is truly THE BEST BOOK CATALOG IN THE WORLD! Order 
yours today. You will be very pleased, we know. 


LOOMPANICS UNLIMITED 
PO BOX 1197 
PORT TOWNSEND, WA 98368 
USA 
No accepting Visa and MasterCard, 206-385-2033 


HOT NEW PRODUCT! 
Earn $1,000 A Week. No Selling. 
Small Investment — Big Return! 
Send SASE for Details. 


Pick up any newspaper and you'll see "business opportunity" ads that 
promise huge profits for little or no work: “Assemble Products at Home! 
Make Money in Your Spare Time! Be Your Own Boss!" Somebooy's get- 
ting rich off these ads —- you see them week after week — but who? 


Meet Bruce Easley. He's a “biz-opper." He makes his living shearing 
the "mooches" who respond to get-rich-quick ads. In B/Z-OP: How to 
Get Rich with "Business Opportunity” Frauds and Scams, he re- 
veals the secrets of his success: 

@ How to get started for less than a grand! 

@ How to write knock-out classified ads! 

@ How to use the telephone as a deadly weapon! 

@ How to get Fast Cash in just 30 days! 
Pitches that close the deal — for real! 

@ How to avoid trouble with the law! 

@ How to find Biz-Op merchandise dirt cheap! 


8/Z-OP has everything needed to put together irresistible "mooch 
bait,” including the "mooch killer" marketing pamphlet the author used to 
raise hundreds of thousands of dollars. 


Whether you want to become a successful 


ISBN 1-559S0-109-X 


business opportunity broker or protect yourself 99000 
frorn the Biz-Op sharks, you'll profit from this 
boos BIZ-OP cts you in on the real story of a 
Curliiga Con and ts fast-paccd pitch. Don't | 
9 "781559'501095 


miss i! 


